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ECONOMY LINE 
MODELS 


@ Same High Quality 
@ New low price 


Electric 
Adder-Subtracter 
Lists 8 Totals 8 
Model 9EX 
$198.50 





PROFITS... 


when youre a 


Wialional 


ADDING MACHINE 
DEALER! 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


Adding 


Model Adding Machines. 


Machine 
S Name 
es Address 
Dept. City — Zone 











| would like more information on a Dealership for National Economy 


State —— 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 


Hand Model 
Adder 

Lists 6 Totals 7 
Model 67X 
$99. 








Hand Model 
Adder-Subtracter 
Lists 8 Totals 8 
Model 9X 

$138. 








As a dealer—you'll find it easy selling National Economy 
Model Adding Machines. Reasons... . 


Recognized Superior Construction 

Every National Adding Machine is manufactured with 
built-in rugged strength. Made for maximum service. Ex- 
ample: Each metal part is ‘‘Double Rust-Proofed”’... 
specially treated—twice—to prevent harmful corrosion. An- 
other example: A sturdy, Rugged-Duty Frame surrounds 
and protects all internal moving parts from damage. Just 
two of many reasons why National Adding Machines give 
years of trouble-free service. 


Respected World-Wide Reputation 

For 76 years, National has been famous for building highest 
quality business machines. The world’s leading companies 
use Nationals—benefit from National’s proven time- and 
money-saving features. 

Healthy Profits for You 

National Economy Model Adding Machines are designed 
and priced to fit the budget and needs of every business. 
You'll have unlimited sales prospects. All you need is to use 
your initiative. Then, you will earn extra profits! 


For information about a National Economy Line Adding 
Machine dealership, MAIL THE COUPON ! 








--- for more details circle 152 on last page 



























“Executive” Wrap Racks 


and at no increase in price 














































Improved 
hanger bar 


on all floor and wall models. 
Bar can be reversed to in- 
crease hanger capacities25 % 
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A line of racks that will boost 

z highest your sales and profits ...send 

ym panies 

me- and today for the ‘‘Dealer’s Deal’’ 
NEW, MODERN STYLING highlights the Borroughs 1961 line of 

designed “Executive” garment racks—the finest that Borroughs has ever pro- 

business. duced. Note the new vinyl-covered hanger bar and the clear hanging 

1s to use space for garments. Note the graceful new umbrella-holding bases which 

have easy-glide drip pans. These are but a few of the excellent features 

> Adding of the “Executive” line. And the beauty of it all is that these racks are 

competitively priced . . . there’s a 100% mark-up for you which assures 


you greater profits and more competitive selling. Send NOW for illus- 
trated price list and details of Borroughs’ Dealer’s Deal. 





The “Executive” line includes 4 floor models, 4 wall models 
and 3 double-face models. Send for complete information. 
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3078 NORTH BURDICK ST am KALAMAZOO, MICHIGAN 
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new products...new promotions 


at the usual place... Booths 3 and 4 


1960 NSOEA Convention, Chicago 


--- for more details circle 123 on last page 
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READER 






































AND OFFICE EQUIPMENT DEALER 


HAROLD O. SHIVELY, Publisher 


A personal “thank you” to the DON FISCHER, Managing Editor 


West Coast readers who received JOSEPH W. FELL, MARLIN BREE, Associate Editors 
us so warmly during a recent 4,000- 
mile field trip. A big regret is that 
the time did not permit visits with 
more of you. It was encouraging 
to note the high enthusiasm al- DAVIDSON PUBLISHING COMPANY 

ready developing for next Febru- 1 East First Street., Duluth 2, Minnesota 

ary’s inaugural Western exhibit. ae Sele ae ee cents 


* * Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
San Francisco 5: J. A. Converse, 274 Monadnock Bidg., YUkon 2,3029 


DR. G. B. CROSS, Consulting Editor 
EARL HINTZ, Production Manager 


Time will be especially valuable 
for us in the next month or so as 
we prepare a big NSOEA conven- 


tion issue of the magazine and lay 
plans for our on-the-scene report SEPTEMBER, 1960 CONTENT S VOL. 40, NO. 9 
at Chicago in four issues of MOD- 


ERN STATIONER CONVEN- 
TION DAILY. This involves aug- Dinar Bender 











ae eek ats se 5 
menting the staff wi . : ; ame 
8 th other people A Letter from Washington ........................... — 
from our parent publishing com- f e 
pany, a most fortunate arrange- Capsule Comments .......... 5 a ae ee Pe ae =o. oa 
ment. You can imagine how help- New Products .................... sii iti ah gale nana 
ful it is only if you have your own I a ca tceeasliog ational 21 
source of experienced temporary By Harold O. Shively 
help for the holiday season. How Dixie Promotes Modern Filing Equipment ie 22 
* # There’s Profit in Selling Systems ................ ics —— 
The house organ of a firm that Se ee ea ee: ene 26 
spends well over $900,000 a year NOMDA Studies Advertising, Automation, Accounting a 
for stationery items recently cau- Selling Both Job Printing and Stationery Supplies ae 
tioned its readers: “The waste of - Ths : , 
a dime’s worth of letterheads, pen The Most Important Thing in the Store weer 
cils or carbon paper during . History vs. Analysis in Cost Control = 94 
week’s time may not seem like ; By re * pepe ’ 
much. But to pay for this mate- News, People and Events ........ 36 
rial the company must sell $2.50 Presstime News .......... os : 36 
worth of products. The cost of Views of the News . IEF = ....62 
eans — hi og up in part Yours for the Asking Ties rein Sere 
»y these . ; that ace ‘ ll ; 
a et ings that eee Classified Advertisements —.......... 82 
late into significant sums.” a ie 2 
a Pi The Stationers Calendar -......... .---82 
Readers Service ee hea aoe 88 


Another company impressed a 
similar cost-consciousness upon 
employees with a clock arrange- 


ment showing graphically that the pi naaggencacn plasma se 

firm’s weft} il i ane dealer uses his own files S| PA 

. pro nt is a made in the ww! to show prospect how a 

final 15 minutes of a_ standard system works. (See page 

eight-hour day. It was part of a si 

campaign to get full measure of 

employee effort from starting time 

to quitting time. It worked. MODERN STATIONER is published monthly by Davidson Publishing Company, Publi- 
cation office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, 
Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 


- Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. Shively, 
vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. Single copies 30c. 
ou Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. 
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49¢ CADO-MARKER REGULAR writes 
on GLASS, METAL, EVERYTHING. 
BIG PROFITS IN 8 COLORS. 



















Show-and-sell 


— Cado-marker SUPER _ 
with this new 


62% LONGER LIFE, 33% LOWER COST MAKE CADO = 72-hole plastic 
BEST BUY. A prominent independent testing laboratory sy eae 
reports as follows: An 89¢ Cado-marker Super wrote for 72 sales. 
up to 139 feet more than a $1.35 competitive marker. 
A true copy of this report will be sent on request. 


britexline oo 
i —— iO — 
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49¢ BRITE-LINE REGULAR, water- 


based ink. ESPECIALLY FOR PAPER!! 
BIG PROFITS IN 8 COLORS. 











fA 


A. New attention-getting bubble- 
pak for Cado and Brite-line Super 
sizes. 


B. New bubble-pak for Cado and 
Brite-line Regular sizes. 


C. New wire rack for self-selling 
—free with initial order for 3 doz. 


MODERN STATIONER, SEPTEMBER, 1960 


CUSHMAN & DENISON 


A subsidiary of The Esterbrook Pen Company 
Camden, New Jersey 


Gentiemen: 


Please rush the following: Quantity 
& color Price 

Available in: red, green, orange, brown, yellow, black 

blue, purple. 
Cado-markers, regular size @ 49¢ 
Brite-line markers, regular, @ 49¢ 
Cado-markers, Super size @ 89¢ 
Brite-line Markers, Super, @ 89¢ 
72-hole Sales Tray, free with initial order for 3 doz. ........ (Please check) 
Wire Sales Rack, free with initial order for 3 doz. .......... (Please check) 


ee 


ee 





STORE 


CITY ZONE_____STATE 
--~- for more details circle 122 on last page 














AT-Swa-iaelalelubamerelellate Muteldalial-) 


Economy priced to speed sales. Continuous-duty design assures 


minimum servicing to preserve profits. 4-way guarantee builds cus- 


tomer confidence. Many “addo-x” features—all “addo-x” quality. 


Ee. 
a) 
a 
= 
3S 
ce 
©. 
ite, 
ey 
YD 
= 
cs 
A) 
> 
DO 
> 
= 
ia 
‘> 
DO 
—_ 
> 
> 
D> 
DO 
oe a) 


write ; —“‘addo-x’’, 300 Park Avenue, New York 22, NY 





precision built, of course 
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A Expand your sales with the machine that is priced to sell fast. Upgrade your sales with this versatile, double register calcula- 
Duilds cus: ; , a , :, ; 

This automatic multiplier costs no more than conventional adding tor which speeds up all percentage, invoice, job cost and pay- 
x” quality. ; ; ; 

machines. Does a wide range of office calculations automatically. roll calculations. It provides print-out of all entries and factors. 
rk 22, NY : ‘ os 

write: —"’addo-x”, 300 Park Avenue, New York 22, NY write: — “addo-x’’, 300 Park Avenue, New York 22, NY 

--- for more details circle 103 on last page 
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e-saving: 


Ti ar e-free-°° 


a all No adjustments, no gauges, nothing to 
all mark — just insert paper and squeeze! Clix punches are 


permanently pre-set for proper center distances... save 
time and waste motion. Always accurate, jamproof, trouble- 


Cc L i > 4 free .. . the world’s surest, simplest paper punches. 


3-HOLE 
They’re PUNCH , 


For 3-ring binders, 11” x 82” sheets. Punches all 3 boles 
at a single squeeze, 4%” on center, 82” overall. No gauges to set 
Laid — no places to mark. Handy — fits brief case or desk drawer. Weighs less than 
20 ounces. LIST $3.75 
for pouste. 


DUTY Snes 
Perfect PUNCH fame 


Punches 2 hole sheets or 3 hole sheets as required. Adjusts instantly, simply © 
by snapping button . . . to right for 2 holes, to left for 3 holes. Takes sheets from 6” to § 
12” long. Gauge-marked in 1” graduations. LIST $5.75 


e J 
U ace ing MODEL 7 (Not illustrated) Same size as 3-hole style, but punches 7 — 
MODEL 2 


standard holes in 3-1-3 order for 11” x 82” sheets. LIST $7.50 
© L i » 4 Punches 2 holes spaced | 


eo ; 2%" on centers at a single 

y 7) t+) 8 eet Saige Fan” Mm squeeze for 5” to 12” 
ee es sheets. Simple gauge ad- 

p UNCH : ‘oJ oe ee | justs instantly to any size © 
tac: ee ee * A ; sheet up to 12” in y," { 

graduations. Weighs © 
less than 10 © 

ounces. LIST — 

$2.75 










A age 








See your Wholesaler Improved 
or write to 


NEW ENGLAND CLIX ~— MODEL 100X Punches 4" 
PAPER PUNCH CO. | -HOLE 2 hs hole, % from binding edge. Red 


‘ top, nickel-plated base. 12 in 
Natick, Massachusetts PU te Cc a , o. display carton. LIST 65¢ each. 


--- for more details circle 153 on last page 


MODERN STATIONER, SEPTEMBER, 1! 


























AEE 


r,erom Washington... 
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MODERN S'TATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
August 15, 196( 


Stationery became a billion dollar industry for the first time last 
year, according to figures from the Commerce Department's Office of 
Business Economics. The agency estimates that consumers spent $1,052,000,000 
in 1959 on stationery and other writing supplies. The figure does not in- 
clude sales of office machines and furniture. 








Stationery sales for 1958 amounted to $952 million, while 1957 and 1956 
sales were $902 million and $819 million, respectively. To give the figures 
some sort of perspective, stationery sales last year amounted to more than 
all airplane passenger fares and were almost as much as was spent on medical 
and hospitalization insurance, 


After several years of the federal highway and urban renewal programs, 
the Small Business Administration has made a belated move to provide greater 
aid for displaced stores and other small businesses. Phillip McCallum, SBA 
administrator, has directed that "all loan applications from small business 
owners affected by federally-supported highway and urban renewal projects be 
given immediate priority." He also proposed that banks and other financial 
institutions participating in loans with SBA grant a one-year moratorium on 
principal payments during the first year after a loan is made or that an 
arrangement be set up whereby payments on principal would be small for the 


first three to five years and higher during the remaining term of the loan. 
loan, 











SBA sent a letter to each of its 15 regional directors telling them 
to designate a liaison representative to meet with state and local officials 
and to consult with owners and managers of affected small concerns. In 
addition to financial aid, SBA can provide counseling on marketing, distri- 
bution, managerial, production and financial problems. 


A new ruling by the Internal Revenue Service holds that an accrual- 
basis retailer is not entitled to a business-expense tax deduction for 
retailers' éxcises applicable to future years' installment payments. IRS 
notes that on installment sales the excise is due only in proportion to 
installments received and that uncollectible installments are not subject 


to the tax. Therefore, the agency said, a deduction can be taken only as 
installments are paid. 








In a separate ruling, the Revenue Service attempted to clear up some 
confusion over the types of staplers that are subject to the manufacturers' 
excise tax on business machines. It stated that staplers that will operate 
efficiently without being fastened to a desk or table and have a throat 





depth of not more than 12 inches are subject to the excise. Fastening 
machines not intended for paper and paper fasteners with a throat depth 
of more than 12 inches and intended to be affixed to a desk are exempt. 


It will be harder to get away with "mistakes" in filing next year's 
tax forms. Congress gave the Internal Revenue Service enough money to hire 
another 2,000 tax processors and investigators. It will be even harder 
starting in 1962 when the agency plans to shift to electronic computers. 
The machines will automatically reject returns that contain errors in calcu- 
lation or that list deductions that appear out of line. Such tax returns 
will be given a thorough audit. IRS estimates that about 80 percent of the 
errors made in arithmetic favor the taxpayer, 





If Congress ever gets around to passing the hardwood products label- 
ing bill, a precedent-setting decision by the Federal Trade Commission will 
ease the impact on retailers of office furniture. The hardwood bill is 
patterned after the Fur Products Labeling Act. Acting under the fur statute, 
FTC dismissed charges of misbranding filed against a New York City retailer. 
The Commission held that the store was entitled to rely upon the guarantees 
of suppliers that the furs were accurately branded. 





The Commission did rule, however, that retailers have some responsi- 
bility under labeling laws. It ordered the New York store to stop false 
invoicing in connection with furs. The agency said that required. information 
was abbreviated and that the invoices failed to list all required informtion. 


An 18-month study of the effect of resale price maintenance on small 
companies is planned by the Small Business Administration. The study will 
compare results in "Fair Trade" areas and those in other areas. SBA also 
has contracted with three universities in Oklahoma to make a study of factors 
which should determine the location of small retail stores and with the 
University of Nevada for a study of the scope and importance of retail 
advertising. 








The Census Bureau reports that manufacturers' shipments last year 
were valued at $191 million for typewriters, $314 million for electronic 
computing machines, $630 million for computing and accounting machines 
and $137 million for other business machines. The dollar increase 
averaged about ten percent over 1958, 








Shipments of portable typewriters slipped, however. They totaled 
635,697 units valued at $45.2 million as compared with shipments of 
662,219 portables valued at $7 million in 1958. 


The Office Equipment Manufacturers Institute announces that its first 
New York presentation of the Business Equipment Exposition will be held in 
the New York Coliseum April 17-21, 1961. This will be the third in a series 
of national expositions designed to reach every market area in the country 
to promote sales of office equipment. The first such exposition was held 
last year in Washington, D. C., and a second is to be held this fall in 
Los Angeles, 








Wider use of furniture prepacks is beginning to improve profits in 
furniture retailing, according to the National Retail Merchants Assn. . . 
-» « Two Washington, D. C., companies which buy consumer receivables from 
retailers face antitrust charges that they violated the Sherman Act by 
requiring retailers to sign exclusive contracts. 

















DOUBLES 
YOUR 
IN-STORE 
SALES! 


WILSON JONES MANIFOLD DISPLAY FIXTURE: 


Used singly against a wall, or doubly as an island, this customer-catcher never stops working for you! Dis- 
plays wide range of WJ “‘GrayLine” Manifold Book titles and sizes. 37 inches across, only 19 inches deep, a 
convenient 62 inches high. And, this WJ Super-Salesman is YOURS FREE! Call your Wilson Jones man today, 
or write for full details about how you can get one! 


WILSON JONES 


209 S. JEFFERSON ST., CHICAGO 6 * 122 E. 23RD ST., NEW YORK 10 


--- for more details circle 178 on last page 
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VARI-COLORED EMBOSSED LABELS 


ACTUAL SIZE TAPES 


MADE ON-THE-SPOT WITH... 


* TRADEMARK DYMO INDUSTRIES, INC. 


A DYMO TAPEWRITER 












ANYONE can make perfect 
raised-letter labels that stick 
anywhere — with the DYMO 
MITE M-2 TAPEWRITER*%. 
Just spin out your letters on 
‘ the easy-to-read dial and gently 
inl press the handle, that’s all! 

A built-in trimmer cuts off your 


identification finished label. Look for the 
systems mark of DYMO. 


oR} T 


DYMO 8 | . | RAISED LETTER LABELS (for Pennies) BY ANYONE IN SECONDS! 


aE 






new 
dimension 


(OWAG AB@ Q3YNLIVANNVH 





(= 
~/ 
x 


M2 | 


95 : S Em senete 
34°. ws aes 
_y 
LIGHT and 
compact —the 
DYMO MITE M.-2 is 
engineered to the 
highest industrial 
standards — of 
rugged aluminum alloy 
and polished to a 
high satin sheen. For 
use with all DYMO 
patented vinyl tapes. 
TAPEWRITERS* are 
known around the 
world for their ease 
and trouble-free 
performance. 
Ask your DYMO 


Distributor for a oe . 
demonstration . .. it es . fire extinguishers, lab sedomont. plants and aus a wae niall 


takes just seconds! industrial equipment, file cabinets, inventory control, switches, 
conduit, pipes, mailboxes, vending machines, nametags, telephones, 
FREE | SAMPLES AND circuits, parts cabinets, wiring diagrams, prices and many more. 


; LITERATURE. ) : - . 
WRITE US TODAY! nee = | | drt) 
elokals 





Cogv®] ' 






‘ONGd ivd 


JILIN OWAG 


>" m4 e 
& fi e - Ss 
~ DYMO offers a complete calnr coded System of Identification for 
correspondence files, shelves, storage labels, chemical marking, 
panels, aircraft controls, camera equipment, golf clubs, hardhats, 


libraries, hand tools, computer dials, lockers, meters, layouts. 






~ 









ADDRESS DEPT. MS-9 my 













al | 
DY MO\}s Lik, nena 


| é 
4? hy ra 2A z ;, 
| « 7 
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“After making your service call or contact with the established pro 


a given neighborhood or building, try a cold shot at the outfit next 
door. This system will roughly double the number of calls you can make in a 
day, all with no extra driving and parking time.” — From The Scomdan, month 
ly publication of the Southern California Office Machine Dealers Assn 


* 


spect or cus 


fomer in 


“Tt w our conviction that to operate the finest ty pe of retail establishment. of 


fering the best possible service, we must have excellent associates. Our program 


for them has been designed to attract such people, giving them both adequate 
personal and family protection and at the same time an opportunity to partici 
pate in the rewards of their industry. The money they receive through profit 
sharing is not a gift or a bonus; it is a share in the results of their own increased 
efforts, productivity, and efficiency.” — B. F. Henderson, County Stationers, 
Ventura, Calif., at Fourth Annual Profit Sharing Dinner at which $3,500 was 
divided by formula among 14 eligible employees. 


* 


“Experts say the day is here when electronics can carry on a business, starting 
with sales forecasting and ending with evaluation of the final product. And 
looking still farther ahead, an expert forecasts that electronic computers will be 
making 80 or 90 percent « 


f industry’s decisions.” — Sam Dawson, AP Business 
News Analyst. 


x ; * * 
“Biggest thing that ever happened to me. Here 


Tam a small businessman in a 
city of eight to nine thousand population. 


And I get an order to supply enough 


furniture for a 550-« mployee office! . . . One of the company executives told 


me [ got this order 10 years ago when I started servicing their office equipment, 


fixing casters and sticking drawers.” 
Ine.., Montpelier, Vt 


of office furniture 


— Frank Keyser, Business Equipment, 
, commenting on insurance company order for 50 truckloads 


% % x 


“When orders continue to soar in virtually all of our products it can only mean 
that American business is gearing up for a greater boom or the boom is already 
under way, because the ribbon, carbon and duplicating industry has always 
served as a barometer of future business conditions.” Frank R. Nichols, 
chairman of Columbia Ribbon and Carbon Manufacturing Co., 
cord second half sales for his company and the industry. 


x a * % 


predicting re 


“For each person in a business organization from preside nt to janitor, there ts 
an average of one file drawer, filled annually with more than 3,600 pieces of 


paper.” — T. P. Gregor, office systems expert and president of Roneo Co. of 
Canada, Ltd. 


* * * *% 
“It's unwise to pay too much, but it’s worse to pay too little. 
too much, you lose a little money 


When you pay 
... that is all. When you pay too little, you 
sometimes lose everything, because the thing you bought was incapable of doing 
the thing it was bought to do. The common law of business balance prohibits 
paying a little and getting a lot — it can’t be done. If you deal with the lowest 
bidder, it is well to add something for the risk you run. And if you do that, you 
will have enough to pay for something better.” — John Ruskin 
7 * * * 

“During 1959, a comparatively poor year for office equipment sales, photocopy 
machine and supply sales climbed to over $225,000,000 as compared to $133,000,- 
000 during 1954. This is remarkable growth because only ten years ago photo- 
copy sales were of comparatively minor significance. It is now evident that the 
need for increased office efficiency would enable the photocopy industry to reach 
sales of over $300 million by 1961.” — Leslie C. Overlock, vice president-market- 
ing, Smith-Corona Marchant, announcing new photocopy lin 
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1 
H-O-N, Muscatine. Iowa, will 


introduce its new Convaire line 


New Desk Line 





of conventional type desks at 
the 1960 NSOEA Convention. 
The line embraces such features 
as honeycomb core, steel rein- 
forced top, anodized aluminum 
legs, adjustable glides, full depth 





= pedestal drawers on quiet nylon 
rollers, sound dampening in pedestals, overall locking, spring ac- 
tion dictation slides, and aluminum top edging with vinyl insert. 
Tops are available in choice of Textolite plastic or linoleum. Com- 
pany officials describe the Convaire as “a new series of conven- 
tional type desks offering superior design and functional features 
normally associated only with higher priced models.” 


Writing Set 2 

Everything for letter-writing but , 
the postage and words can be found 
in White & Wyckoff’s new “Ova- 
tion” series. Featuring a ball pen 
and desk-stand penholder combina- 
tion, the package includes 30 vellum 
club single sheets and 20 envelopes. 
and 10 informal notes and envelopes 
Available in white, blue and pink, “Ovation” is being retailed at 
a special price of $1.59 for the entire set 


Folding Desk File 3 


4 complete desk with file and 

storage units are combined in 

r| little more than a square foot 
of space in the new K&C Eifi- 
| ciency Unit manufactured by 
K&C Metal Products Co., Brook- 


lyn. The low-cost, space-saving 






‘ . unit has a full 28” wide hinged 
leaf that folds easily into position converting the 30” high effi- 
ciency cabinet into a handy desk in seconds. Two roomy storage 
sections and a deep filing compartment on top make up the basic 
12” by 15” unit (15” by 15” for legal size) 
filing compartment are equipped with locks. Complete with A-Z 
file folders. in a choice of grey, mist green or desert green baked 
enamel finish, the new Efficiency Units are available for immediate 
delivery. 


Both storage and 


Electric Adding Machines 4 

The new electric adding ma- i 
chine line of Smith-Corona Mar- 
chant was introduced at the Na- 
tional Office Machine Dealers 
Assn. convention. It consists of 
three fuil-featured, ten key mod- 
els: the E66, E78 and E99, with 
list prices of $129.50, $159.50 
and $189.50 respectively, includ- 
ing federal excise tax. The ma- 
chines are made by General-Gil- 
bert Corp., having been market- 
tested and perfected under the 
General name before being completely restyled for the current in- 
troduction. Smith-Corona Marchant recently acquired exclusive 
worldwide distribution rights to the entire General-Gilbert line 
and will market machines under both the SCM and General 
names for the present. 
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5 

An attractive storage device fo, 
boots ond rubbers, called Bootray, 
protects carpets and floors from 
snow, water and dirt. Ribs on Boot 
ray allow boots and rubbers to dry 
completely, and drainage water to 
evaporate. Constructed of high im. 






Bas 5 i a a pact plastic, it is described as non- 
rusting, sturdy, light ght, washable and resistant to heat and 
cold. Sizes 17” by 30” by 144” and 1444” by 20” by %” are 
offered by Fabri-Kal Corp., Kalamazoo, Mich. Suggested retail 


prices are $2.98 and $1.69. 


Magnetic Stamp Racks 

\ new line of magnetic 
rubber stamp racks is being 
marketed by The Allyn Bank 
Equipment Co. of Chicago. 
Identified as the Magna-Rack, 
the unit is reported by the 
company to completely elimi- 
nate counter confusion. The 
Magna-Rack, described as ideal for all kinds of rubber stamp 
operations, can be easily installed without special tools, using 
either two screws or a standard adhesive. Stamp handles are 
solidly held by Magna-Rack’s constant magnetic action. A light 
pull releases the stamp; a touch of the bar secures it. Special 
tacks are available from the Allyn Co. that can be tapped into 
the handle of any existing stamp. 


Pocket Secretary 7 
An economically priced Pocket 
Secretary for sales and sales man- 
agement personnel has been an- 
nounced by Recordplate Co. of 
Pasadena, Calif. It combines four 
useful forms. They include a View 
of the Week, to keep the user on 
time for appointments; Expense 
Sheets to keep tabs on daily expenditures; Memo Paper for tak- 
ing noles; plus an A to Z Index, and sheets for listing phone 
numbers. All items are contained in a Recordplate binder with 
a plastic cover and Mult-O-Rings on !2” centers. A small size 
that fits in the inside coat pocket retails at $2.45. The large siz 
contains a full year’s supply of all forms, and retails at $5.95. 





Memo Organizer 8 

Zephyr American Corp., manufac- 
turers of Rolodex and Autodex have 
announced the creation of its third 
important line of products as it en- 
ters its third decade of business. The 
product is Automemo Memo Organi- 
zer, a slit pad on a plastic base with 
a Magnetized “urgency indicator” 
which slides along the brass bar and 
points out the most important of 
the memos listed thus urging its 





execution and avoiding its’ being 
overlooked. A handy magnetized mechanical pencil grips on the 
front of the device, which is made in six colors and two models 
retailing at $3.95 and $2.95. Immediate delivery. 
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Christmas Combination 9 


A colorful Nativi- 


ty scene decoration 


for completion with 
ordinary color cray- 
ons is available 








from Stained Glass 
o Color Art, Wauke- 
. sha, Wis., with com- 
panion cards of the 
which 


same scene 


can be used as 





Christmas greetings. 
The 34” by 44” pic- 
ture window 
retails at $1 and 
the companion 


scene 


ecards are 25 cents. 


Religious Art Cards 10 

Fifty masterpieces of religious art, culled 
from museums and private collections in 
Europe, will appear on American Christ- 
mas cards this fall as the result of an 
arrangement between Skira, Inc., Swiss art 
book publishing firm, and Hallmark Cards, 
Inc. Skira, 
Geneva, Switzerland, will 
reproductions of the paintings to the Kan- 
sas City greeting card firm to be mounted 
on the cards in this country. The venture 
marks the first time that Skira prints have 
Included in 
ihe collection of 50 paintings from which 


whose headquarters are in 
provide color 


appeared on greeting cards. 


reproductions will be available are classic 
works of E] Greco, Botticelli, Breugel, Rem- 
brandt, Fra Angelico, Giotto, da Vinci and 
Holbein, and such modernists as Rouault, 
Dufy, Picasso, Van Gogh, Matisse, Monet, 
Renoir and Cezanne. Many of the cards 
will be larger than most Christmas cards. 
They will be available at retail during the 
Christmas season in a special album from 
which they can be ordered in quantity 
with the sender’s name imprinted. 


Plastic Playing Cards 11 
All-plastic Nor playing cards, described 
as the most expensive playing cards in the 
world, are offered by Northbrook Plasiic 
Card Co., Northbrook, Ill. A gift set of 
two decks retails at $10. The cards are 
said to outlast 537 decks of ordinary play- 
ing cards and they carry a lifetime print- 
ng guaraniee, with a promise to replace 
the entire deck if the printing should ever 
wear or fade. The virtually indestructible 
cards will not burn, crack, chip or wear out. 


Ballpoint Ink 12 
The W. A. Sheaffer Pen Company has 
combined a new ballpoint fluid with a new 
type of refill cartridge to provide what it 
alls “the most satisfactory writing per- 
formance yet achieved with this type of 
pen.” The fluid, called “Skrip 303,” is the 
answer to the firm’s long search for a ball- 
point ink that eliminates skipping, smear- 
ng, slow starting and “gooping.” A new 
polypropelene plastic cartridge provides as 
much as 40 percent more writing than the 
firm’s previous models. The new cartridge 
also provides stronger support for the tip 
and has longer shelf life than previous re- 
fills. Writing done with the new fluid re- 
mains legible after being submerged in 
water or exposed to intense light and 
chemical reaction, the company says. Skrip 
303 cartridges are available with blue, 
black, green and red fluid. Tops are col- 
ored to match the ink. 
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Desk Top Padding 13 

A new black cotton moleskin “Sealtite” 
tape is being introduced by Arno Adhesive 
Tapes, Inc., Michigan City, Ind., to serve 
a variety of cushioning and padding pur- 
poses. The tape has a black rubber-based 
pressure-sensitive adhesive and is faced 
with polyethylene. The tape is widely used 
for such purposes as padding for glass 
table and desk tops and padding for type- 
writers and other desk-top office equip- 
ment. Arno Adhesive Tapes, Inc. pro- 
duces some 50 different cloth, paper and 
plastic adhesive tapes used for a wide va- 
riety of sealing and packaging purposes. 


Redesigned Columnar Pads 14 

S. E. & M. Vernon, Inc., maker of the 
Vernon Royal Line has introduced a “new 
look” to their line of columnar pads and 
worksheets ruled, the new 
lithographed forms have numbered lines 
“The color fast 


ink resists dampness and moisture and pro- 


Previously 
and numbered columns. 


vides a crisp, sharp appearance to the 
sheets, making them easier to work with,” 
states the manufacturer. The new color 
fast ink also is said to permit numerous 
erasures without smudging the lines. Pad 


covers have also been redesigned. 


Litho Erasers 15 

A special eraser for removing typewritten 
marks from coated master plates or sheets 
was recently introduced by A. W. Faber- 
Castell, their Litho-Rub Pink 7547B and 
Litho-Rub Red 7341B. Both are wood- 
encased pencil shaped erasers with brush 
attached. These erasers can be used on all 
types of master plates without damaging 
the surface. From the two different com- 
positions the user can choose one which 
suits his purposes best. The price is the 
same as for A. W. Faber’s EraserStik 
7099B. 


New Locker Design 16 

Flush bolt heads on “set-up uncrated” 
lockers have been announced by Aurora 
Steel Products Co. To the dealer, the 
change in design means that now all fae- 
tory-assembled locker sections can be 
pushed tightly together at 
without rebolting. 


the job site 
This feature eliminates 
any gap between locker sections and sim- 
plifies ordering lockers to fit a given wall 


opening. 


Laundry Marking Pen 17 








David Kahn, Inc., 
pens and mechanical pencils, has introduced 
a new line of Laundry Marking Pens and 
name tag kits, ranging in price from 25 
cents to $1 at retail. All the pens write 
with a new combination boil-proof indelible 


makers of Wearever 


ink both for laundry and dry cleaning. 
They are packed with Iron-On name tapes 
and come in handy plastic cases. Another 
new Wearever item is a flashlight-key chain 
with battery that retails at 49 cents. It 
is available in beautiful iridescent frosted 
finishes. 
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Holiday Pen Package 18 


Four different Wearever pens are 
available from David Kahn, Ine.. 
for holiday selling in Christmas 
stocking displays. The Wearever 
Tri-Color Ball Pen that writes in 
three colors, Pennant Fountain Pen. 
Saber Cartridge Pen and Monte 
Carlo Ball Pen, all retailing for one 
dollar, are individually carded and 
attached to an unusual fireplace 
i = ~ display. Special perforations make 
it easy to remove the stocking effect for regular sale after the 
Christmas season. 





Gift Wrap Unit 

A one-stop gift-wrap unit by Gib- 
son Greeting Cards, Inc., was de- 
signed as the result of research dur- 
ing the 1959 Christmas selling sea- 
son to solve the problem of the 
gift-wrapping display in small space. 
Pegboard topper gives hanger-pack- 
aged items an effective showcase 
while directly beneath, tiers are sec- 
tioned for easy visibility and finger- 
tip selection of flat-fold papers. Roll 
papers, too, are easier to reach than 
ever before, standing vertically at 
the ‘buy-level’ in an open-front base. 
The integrated self-serve unit is 
ideally suited to high traffic loca- 
tions in small and large stores. 





N. Y. City Atlas 20 
Ease of use, clarity and com- 
pleteness are offered in a new 
Colorprint 18-page New York 
City Atlas, issued by the Amer- 
ican Map Co. Retailing for 49¢, 
the 5-Boro Atlas contains 21 


” 


large 9” by 12” close-up maps 





that show street names, house 
numbers, main parkways and 
points of interest. Combined with a complete index of all street 
names, listed in alphabetical order by Boro, and a map of the 
entire subway system, the easy-to-read Atlas enables natives and 
tourists alike to get around New York City faster and easier than 
ever before. It is printed on sturdy stock in black and red, is 
securely bound, and is shipped 25 to a box. Sample and _ price 
information are available from American Map Co., 3 West 61st 
St., New York 23. 


Check-Processing Machine 21 

A check-processing machine which 
will write, sign, protect, date, count 
and completely tabulate items at 
speeds up to 2,000 an hour has been 
introduced by the Todd Company 
Division, Burroughs Corp. The new 
machine, the T-142D, “Control Cen- 
ter Unit,” thus provides the same 
functions which previously needed 
two machines in tandem — an add- 
ing-listing checkwriter and a signer. 
Complete disbursement control is assured as checks are written 
and protected, listed, dated, counted and delivered to a locked 
vault. Totals or sub-totals may be taken at any time, but a 
“total lock” built into the machine prevents unauthorized persons 
from clearing it. It has a nine-bank keyboard capable of writing 
checks for one cent less than $10 million. Control knobs are lo- 
cated on the front of the unit for operator convenience, 

















Letter Tray 22 

Newest member of the Bert M 
Morris Co. family of desk top prod. 
ucts is this “Two-Way Letter Tray 
“Two-Way” refers to the fact that 
access from the back is as easy as 
from the front. This feature is in. 


a, 


tended to speed up office routing 
methods, save steps and valuable 
time. The new tray accommodates both letter and legal size 
paper and has cleanly proportioned lines that harmenize with all] 
types of modern office decor. Made of nonbreakable plastic, the 
tray stacks conveniently to any desired height. It is designed 
with simple twin columns on each side, eliminating cornerposts 
and preventing sagging. The tray comes with nonmarring poly- 
ethylene feet and is available in four colors. 


Colored Checking Pencils 23 
Blaisdell Pencil 

Co. of Bethayres, 

Pa. has announced a8 

, new. convenient  —~<<lZZdimamsccercearereamaas iil 

one dozen assort- 

ment pack of Nick 

& Pull paper wrap- 

ped color checking pencils. The 130-A assortment contains one 

each of all popular colors — red, blue, black, yellow deep red, 

orange, purple, brown, white, green, crimson and blueprint red 

The pencils are used for checking, chart and graph work, and tag 

Marks will not smear or streak. They are packed 

in Blaisdell’s new flip-top dozen box. 


identification 


Collapsible Coatrack 24 
A sturdy steel rod coat rack 
that dismantles quickly and easi- 
ly for compact storage when not 
in use is called Erecta-Shelf, and 
is made by the Metropolitan 
Wire Goods Corp. of Wilkes- 
Barre, Pa. It stands five feet 
high and has 18” shelves, top 
and bottom. With the simple 
addition of extra shelves, the product doubles as a clean, non- 
dust collecting storage fixture. Units may be placed end to end 
or back to back to suit most any size or shape requirement. 


Photocopy Line 25 

Smith-Corona Marchanthas * 
introduced a line of three new 
photocopy machines, the Vivi- 
copy 9, 12 and 14, which 
copy anything on white, 
standard weight paper. The 
model designations are ac- 
cording to paper width ca- 
pacity. Prices are $99.50, 
$269.50 and $289.50. All models operate on the diffusion trans- 
fer principle, utilizing light and a developer for the instant trans 
fer of an exact image on white sensitized paper. The complete 





line includes a selection of bond quality sensitized paper for prac- 
tically any copying situation, paper dispensers, automatic refill 
cartridges, and all accessories. Ready-mixed developer in a dis 
posable, rigid plastic cartridge eliminates any contact by the op- 
erator with chemical fluid. An automatic feed and storage sys 
tem keeps the machine in instant readiness. Upon push-button 
activation, the proper amount of developer flows automatically 
from the cartridge to the processing unit. When the machine is 
turned off, the developer is drawn back to the refill cartridge 
automatically. This cuts costs by preventing the evaporation and 
oxidation which occurs when the developer is constantly exposed 
to air. Under normal use, a single cartridge of developer will 
provide a six to ten week supply. The Smith-Corona Marchant 
photocopy line will be distributed immediately through the com- 
pany’s national network of branch offices and full line dealers. 
(Continued on page 64) 
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A MILLION DOLLARS IN ADVERTISING! 


..- Youll sell a million! 


- -- for more details circle 155 on last page 
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The LIBERTY Record Storage Box is a good product. It has proven a 
that it is good by the way it has served the record storage needs of s( 
the commercial and industrial world throughout these United States e' 
during the past forty-two years. a 


The LIBERTY Record Storage Box is a good product for the sta- 
tionery and office equipment industry. Dealers have found that the p 
product has a consistent uniformity of manufacture. This one factor tl 
among a number of others has made LIBERTY a good product to i 
sell, to handle, and to promote. It’s so trouble-free! That’s good 
business, too! LIBERTY’S 25 standard sizes are carried in substantial 
stocks by strategically located, specifically selected wholesalers. This 
means good deliveries. t 





Now is a good time to write to Bankers Box for a new complete 
catalog and the location of your closest wholesaler. He likes to serve 
you with this good product—the LIBERTY Record Storage Box. 


BANKERS BOX COMPANY | 


Specializing in Record Storage Equipment Since 1978 
2607 N. 25th Avenue e Franklin Park, Illinois (Suburb of Chicago) 











~-- for more details circle 110 on last page 
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In my 


The 


sketch by one of this year’s 
ote delightful comedians has 
a public relations expert coaching 
Abraham Lincoln (“The world 
will little note nor long remember 

”) on the “humility _ bit,” 
among other things. 

It occurs to me that many of 
us in retailing, especially in our 
industry, need no coaching for 
this. The air is already too full 
of disparaging self-references about 
“peddling pencils” and being “just 
a small dealer.” It is not whole- 
some to overdo this humility bit, 
even though some manufacturers 
and factory reps may be driving 
bigger Cadillacs than you are. 

A not uncommon attitude that 
places dealers and their staffs on 
the bottom rung of our industry’s 
ladder of values is the fault of a 
far too prosaic evaluation of the 
retailer’s role in our economy. The 
manufacturer achieves stature and 
an element of glamour through na- 
tional advertising and “big busi- 
ness” planning to cover national 
markets. The dealer looks on his 
efforts to serve a local market as 
a bread-and-butter sort of routine 
job, failing often to see the im- 
portance of what he is doing and 
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Ovinion 


missing entirely the creative as- 
pects of his work. 

Every dealer should remember 
that he has a market of his own 
creation, molded for good or bad 
by the application of his own par- 
ticular talents to daily operations 
of the business. It is usually a 
market that has been intensively 
cultivated through years of effort 
and investment. He can make that 
market available to or withhold it 
from the big manufacturer. He 
holds the moving target at which 
national manufacturers are aiming. 
Nothing is really “pre-sold” by the 
glamorous national ads until a 
dealer buys the item and makes 
it available to the consumer. 

You doubt it? Tell me, then, 
how is it that dealers can switch 
lines and take their accounts with 
them or that dealer salesmen can 
move from one employer to an- 
other and move a substantial part 
of their volume at the same time? 

This grass roots selling job is 
not one to be overly humble about 
in any appraisal of mass distribu- 
tion techniques. One manufactur- 
er recognized the fact well when 
he said “the finest research and 
production facilities, and the fin- 


Humility Bit... 


est sales organization all add up 
to simply nothing if the indepen- 
dent retail dealer is not interested 
in selling the finished product to 
the ultimate consumer.” 

Humility is truth, it’s been said, 
and the truth of the matter seems 
to be that you as a dealer are in 
the driver’s seat when it comes to 
distributing stationery and office 
equipment. 

Remembering this, you should 
be proud of your clientele and your 
list of satisfied accounts. Be proud 
of every new account and every 
gain in the percentage of total 
needs you fill for an old account. 
Be proud of the products you sell 
because they include some of the 
finest human tools that civilization 
has developed. Be proud of every 
good step you take to broaden your 
local market, because this is the 
payoff point for all that has gone 
before in the mines and forests, in 
the plants and factories and ware- 
houses. 

And be sure it does pay off! Be 
proud enough of your own contri- 
bution to the industry to make a 
decent profit. 

Let’s not overdo the humility 
bit. 
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How Dixie Promotes 
Modern 


Filing Equipment 


7 i 
| 


ii 
B: 


new customer recently walked 

into the store of Dixie Office 
Supplies, Lafayette, La., and told 
E. G. Arceneaux, Jr., the owner, 
that he would like to see an of.- 
fice desk and chair. After select- 
ing these pieces, and while Mr, 
Arceneaux was writing up the or- 
der, the customer idly toyed with 
a filing cabinet nearby. 

“How are you fixed on files?” 
Mr. Arceneaux asked. After some 
discussion, the customer decided 
that he did need one more file. 
“What sort of filing system do you 
use?” Mr. Arceneaux wanted to 
know. 

“The usual alphabetical files.” 

And that was the signal for the 
office supply man to show the new 
customer the store’s expansion 
filing system. And the showing of 
it built sufficient interest for the 
new customer to agree to send his 
secretary in to look at the recom- 
mended system. 

“Suppose I send a_ salesman 
around to demonstrate the system 
to her. That will save her the 
time and trouble of coming in,” 
Mr. Arceneaux suggested. The 
suggestion resulted in the installa- 
tion of Dixie’s expansion filing sys- 
tem in the new file cabinet—and 
the groundwork was laid for grad- 
ual conversion of all of this cus- 
tomer’s old files to the new sys- 


E. G. Arceneaux, Jr., left, owner of Dixie 
Office Supplies, uses his own files to show 
prospect how recommended system operates. 
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visiana dealer has 
wn to annual sales 
»f $250,000 in four 
irs by spot-lighting 
timely office aids 


and pushing them 


tem from Dixie Office Supplies. 

The sale is typical of how Dixie 
Office Supplies uses a specialty to 
build extra volume and to keep 
customers coming back. This type 
of merchandising is one of the ma- 
jor factors which have enabled 
Mr. Arceneaux to build an annual 
volume of about $250,000 since 
starting his business from “scratch” 
in 1956. His present store has ap- 
proximately four times the sales 
and storage area of the original 
site four vears ago. 

The sale of filing system mate- 
rials has been such that the com- 
pany not only met its sales quota 
every month during the first year 
it stocked the line, but it has met 
or exceeded the quota consistently 
since. 

“Our theory is that if a line is 
worth stocking, it is worth push- 
ing,” Mr. Arceneaux stresses. “This 
particular line of filing supplies 
had been neglected in this terri- 
tory, and as a consequence the 
demand for it was poor when we 
took it on. But we believed the 
line had excellent possibilities and 
we not only gladly stocked it, but 
also set up a sales program that 
would give it every chance to make 
money for us. It has.” 

The initial step in promotion of 
the new line of filing materials was 
to convert the company’s own 
files to the new system. Thus the 
firm’s own files serve as the best 
possible demonstration to show 
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prospects the working of the SVS- 
tem. 

“The first thing we 
do” Mr. Arceneaux 
“after suggesting the new 


generally 
explains, 
filing 
system to a prospect in the store 
is to open one of our file cabinets 
and show him exactly how the 
system works for us. The pros- 
pect can see at the outset the ad- 
vantages of the system and how 
it will work for him.” 

Mr. Arceneaux normally  sug- 
gests to a customer who is open- 
ing a new office that he start his 
system with 25 A-Z units and then 
expand from there as needed. “The 
important thing,” he explains, “is 
to get him started on the system. 
Once started, he will keep himself 
sold on the filing program.” 

One of the company’s two out- 
side salesmen carries a metal cabi- 
net, small enough for easy han- 
dling, with him at all times. He 
uses it in many instances as an 
interest-getter when calling on a 
general office supply prospect for 
the first time. When calling on 
regular customers who have not 
yet switched to the company’s fil- 
ing system, he used the cabinet 
containing a complete filing unit 
as a demonstrator to keep remind- 
ing customers of the system. 

“This salesman is so thoroughly 
sold on the filing materials that 
he feels that he is rendering his 
customers a real service when he 
is able to install the system for 


Shelf files are shown prominently on the sales floor near one of 








the display windows. 


them. This is as it should be,” 
savs Mr. Arceneaux. “As a result 
he has built an exceptionally good 
volume in filing equipment and 
supplies. The portable file cabinet 
is as much a part of his selling 
equipment as his catalog.” 

Aside from the profit in’ the 
initial sale of equipment, Mr. Ar- 
ceneaux points out the highly de 
sirable continuing volume of sup- 
ply sales follows. “Each 
sale of new equipment adds to our 
cumulative filing supply sales po- 
tential.” 

The company maintains a large 
stock of shelf files as well as con- 
ventional cabinets. To focus at- 
tention on the shelf files and make 
sure customers are aware of them, 
Mr. Arceneaux keeps a special dis- 
play of shelf files in an arrange- 
ment on the sales floor near one 
of the display windows. 

The Louisiana dealer taught 
school for ten years before start- 
ing to sell for an office supply con- 
cern. When he was ready to go 
into business for himself in 1956, 
he had accumulated a_ valuable 
background for the new business, 
one which he credits in part for 
his company’s rapid growth. 

“But,” he says, “background and 
experience are no substitute for 
selecting lines that have a large 
potential, such as our filing sys- 
tems, and pushing them as a means 
of acquainting prospects with the 
store and its stock in general.” 


which 



























personal dealings 


72 your own 
with a professional man, such as 
a doctor or dentist, have you ever 
received a simple bill such as: 
For professional services ren- 


dered . . . $50.” 

And, hoping to find some ex- 
planation of the bill and thus per- 
haps to ascertain its accuracy, find 
little else on it except a simple 
statement (sometimes) that “if 
you care for an itemized bill, please 
call and one will be sent.” 

If you have, you witnessed one 
of the lingering frontiers in the 
modern American business world 
—the small business with a simple, 
time-consuming and costly method 
of billing. 

Then you also have a great op- 
portunity as did Latta’s, 2800 Falls 
Ave., Waterloo, Iowa, to do some- 
thing for that small business—as 
well as for yourself. 

The idea: selling systems. 

Selling systems and forms— 
methods and procedures for better 
and more efficient office paper 
work—is big business at Latta’s. 
Ask vice president and general 
manager T. Wayne Davis about 
systems, and you'll get the frank 
answer that systems selling can be 
most profitable for dealers. 

“There’s a lot of business that is 
passing by you if you are not sell- 
ing systems,” he “Many, 
many more dollars can be yours if 
you will sell systems to your pres- 


Says. 
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ent customers, inflating their dol- 
lar volume in sales for you.” 

He points out that selling sys- 
tems is not selling material at 
what he terms “the low dollars.” 
A salesman, he says, sets the price 
at what he feels the system is 
worth—and the customer will pay 
for it, if the salesman can prove 
its point. 

He cites the case of the profes- 
sional person. In Waterloo, Iowa, 
Latta’s felt that it needed a sys- 
tem that it could sell to doctors, 
dentists, veterinarians and other 
professional men. 

Usually, Mr. Davis says, the 
average doctor’s office uses three 
basic forms: a day sheet which is 
either a loose leaf sheet or some- 
times in bound book form; a re- 
ceipt book or an autographic regis- 
ter form, which is used to record 
incoming money; and a ledger card 
system of some sort, either a card 
file, a combined medical and finan- 
cial record, or a ledger book sys- 
tem. 

With this system it takes three 
separate entries to complete these 
three types of records. In addi- 
tion, statements must be sent out 
at the end of each month to the 
Doctor’s patients. 

Because of the bookkeeping in- 
volved, the patient usually re- 
ceives only a statement of the 
amount of money owed without an 
accounting of the services involved. 





There's 


Profit 









In Mr. Davis’s mind, this type 
of statement has been “poorly re- 
ceived and the collections in a doe- 
tor’s office have been horribly 
slow.” And this, he says, repre- 
sents a good challenge for the sys- 
tems seller. 

Latta’s was able to devise a 
simple “one writing” system which, 
according to Mr. Davis, “has been 
quite successful.” Called the Con- 
trol-O-Fax, the company has sold 
more than 750 systems not only to 
doctors, but to all types of busi- 
nesses where simpler systems have 
been needed. 

On a typical setup, such as the 
doctor’s office, Latta’s substituted 
the following items: 

1. The Control-O-Fax pegboard 
to hold the day sheet and carbon. 

2. A day sheet similar in design 
to the one already in use. 

3. The ledger card designed to 
coincide with the day sheet and 
secondly, designed to look like a 
statement so that the end result 
may be reproduced on the copy- 
ing machine. 

4. A receipt form made to co- 
incide with the ledger card and 
the day sheet. 

5. The copying machine. 

Mr. Davis points out that even 
dealers who do not have a copy- 
ing machine line can still present 
a simple system that will add to 
office efficiency by using the copy- 
ing machine which customers al- 
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Add substantially to your income through selling systems, 





says this leading practitioner. Here’s how he goes about it 


in Selling Systems 


ready own have in operation. 

With the system, Mr. Davis 
points out, customers can accomp- 
lish in one writing, itemized state- 
ments, complete cash control, one- 
step proof of posting, accounts re- 
ceivable control and automatic 
bank deposit. 

In addition, Mr. Davis points 
to better efficiency in the office. 
According to Mr. Davis, about 60 
percent of the entries in the av- 
erage professional office can be 
done away with. 

Public relations are also im- 
proved, Mr. Davis says, because 
the customer or patient now re- 
ceives a complete and much clear- 
er picture of every entry that has 
been received on his own account. 

The financial picture is also im- 
proved through better collections, 
according to Mr. Davis. “We have 
found that by sending a complete 
itemized statement showing the 
customer how good or how poorly 
he is paying his bill will improve 
collections up to as high as a 60 
percent reduction in dollars  in- 
vested in accounts receivable.” 

The system also ‘offers complete 
control of all transactions by writ- 
ing an entry once—and then prov- 
ing the result. Everything that 
has taken place in an office can 
be shown on one sheet. “We can 
assure the doctor that everything 
that he earns will get into his 
pocket and not 


someone else’s 
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pocket,” Mr. Davis explains. 

And is selling systems _ profit- 
able? 

Yes, says Mr. Davis, but he 
points to complications. 

“When the average salesman 
hears the words, ‘sell a system,’ 
Mr. Davis tells, “I am afraid he 
immediately closes his mind to 
what comes afterward.” 

“T have found that most people 
have an aversion to selling sys- 
tems. To me, this is hard to ex- 
plain as it appears to be the nat- 
ural way to solve many of the 
problems that confront the aver- 
age office today and I also feel 
that the average office supply and 
equipment salesman who is calling 
on his customers regularly could 
add substantially to his income if 
only he could be interested in 
learning to sell systems.” 

He’s got quite a handful of an- 
swers as to “why” dealers and 
salesmen should undertake the sell- 
ing of the systems. 

Among these answers, he says, 
is the simple fact that a dealer 
can get more business from pres- 
ent customers. He says that much 
more business “can be yours if you 
will sell systems to your present 
customer, inflating their dollar 
volume in sales to you.” 

He points again to the example 
of the doctor’s office. 

“If you were to sell a desk to 
this doctor,” he says, “the price 


would be in the neighborhood of 
$200. If we would divide this by 
10 years, we would find that this 
would result in an average yearly 
sale of $20 and I would question 
whether at the end of 10 years we 
would be able to sell that doctor 
a new desk.” 

As contrast, he offers the sale 
of an average system, disregarding 
the sale of a copying machine. 

“We would find that the initial 
sale was $200 and that the aver- 
age yearly replacement costs would 
be $156. The total 10 year sale 
would amount to $1,604.” 

He uses this only as one ex- 
ample. Other before - and - after 
studies made to compare supplies 
versus systems, as compiled from 
Latta’s sales records, show that in 
one year a feed and seed company 
used to buy $30 in supplies as 
compared with $250 for systems; 
implement dealers, $40 for sup- 
plies as compared with $400 for 
systems; small manufacturing com- 
pany, $200 for supplies as con- 
trasted with $1,200 for systems; 
and in a large manufacturing com- 
pany, 20 percent of its purchases 
are for regular supplies and 80 per- 
cent of its purchases are for sys- 
tems requirements as a result of 
systems installations. 

Other types of systems available 
to dealers include filing systems, 
bookkeeping systems, purchase or- 
der systems, invoicing systems, in- 
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ventory systems and check writ 






















































ing systems. 

“The initial sale guarantees prof- 
itable repeat business,” Mr. Davis 
points out. 

How do you learn to sell sys- 
tems? 

According to Mr. Davis, there 
are several steps in going about 
it. First of all, he says, learn the 
problems of a customers through 
asking questions. After studying 
the problems, he says, devise an 
answer and make out a proposal. 
Then go over the proposal with 
your customer. The customer will 
be “amazed” at what salesmen 
can come up with, with the tools 
at hand. . 

Last. but not least, Mr. Davis 
savs “ask for the order.” In fact, 
he urges salesmen to have the or- 
der already made out. “You are 
in his office to get the order so 
do not hesitate.” 

He reminds dealers that when 
designing a new form or system 
it is important for salesmen to 
stress simplifying the work load. 

“If we do this, we can justify 
the cost of any form or system.” 

He uses arithmetic to back up 
his premise. He says the basic 
cost of a form is a small part of 
the cost of getting that form filled 
out completely and accurately. The 
completed form, he says has cost 
equal to about three percent of 
the total cost. Labor accounts for 
97 percent of the total cost. 

If efficiency can be increased by 
50 percent—not an unusual figure 
he argues—then labor cost of 97 
percent can be divided by two and 
thus equal 47% percent. There 
remains a sizeable saving, even if 
the cost of the more efficient form 
has doubled. His conclusion: a 
good form cannot cost too much. 

And the volume of business Lat- 
ta’s has been doing bears out his 
contention. 
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The Balance Sheet 
WHY NOT 

| feel,” says Mr. Davis, “the average office sup- 
ply and equipment salesman who is calling on 

his customers regularly could add substantially to 

his income, if only he could be interested in learn- 

ing to sell systems. If he is not doing this, perhaps 

it is for one of the following reasons: 

*Resistance to change — You have all heard 
these comments: I don’t want to change my system. 
We have done it this way for three generations and 
we have always made money. I haven’t got time to 
make the change-over at this time. I don’t like new 
ideas. My system is doing a good job. 

*I haven't got time to sell systems — I am too 
busy selling supplies and equipment. I don’t sell all 
of my accounts now as often as my sales manager 
would like. Systems are too hard to install. 

*It’s over my head — I can’t sell that because I 
have had no training in that system. I don’t know 
anything about that problem. It looks too compli- 
cated. I don’t understand any system. 

*It may cost someone a job — I don’t want to 
be called an efficiency expert. I want to be a good 
Joe. I may step on someone’s toes when I sell this 
system. “Live and let live” is my motto. 


WHY 


— ; 
66 — he following factors can make systems selling 


attractive, Mr. Davis points out. 

*More business from present customers — There 
is a lot of business passing you by if you are not 
selling systems, even at your present accounts. 

*New exciting customers — Selling systems opens 
many new doors to new customers who can swell 
your income. 

*Added prestige — Selling a system that saves 
your customers money will add a good deal of pres- 
tige to your work and to your firm. 

* Additional knowledge — Knowledge is your pow- 
er. The knowledge gained today in one systems sale 
will help you open new doors tomorrow. 

*More money in commissions — In selling SYS- 
tems, you set the price at what you feel the system 
is worth and the customer will pay it, if you can 
prove your point. 

*More security — You obtain security through 
satisfied customers by selling something that saves 
them time and money. When you can give a serv- 


ice like this, your firm, your customers and your 


community will give you all the security vou desire. 
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McWilliams, Little Rock, Ark., the new pres- 
ident of NOMDA and his wife, donned leis on their way to 
the head table for the annual banquet. 


Mr. and Mrs. Paul 





Rep. Wright Patman of Texas, left, speaker at opening lunch- 
eon, checks signals with Harold Mann, center, NOMDA ex- 
ecutive secretary, and Al Foxcroft, retiring president. 





Jack Currie, right, accepts Liston Jackson trophy on behalf 
of Dixie OMDA which had the best net increase in member- 
ship for the year of any of NOMDA’s 45 locals. President 
Foxcroft made the presentation for Liston Jackson. 
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NOMDA Studies 
Advertising, 
Automation, 


Accounting 


Three areas of dealer activity received special 
attention during the 1960 convention and exhibit 
of the National Office Machine Dealers Assn. 


§ poor buying or poor selling are the only possible causes 

of an insufficient gross profit, dealers were told during 
the 35th annual meeting of the National Office Machine 
Dealers Assn. in July at Coronado, Calif. 

The speaker with this capsule analysis of operating 
problems was James B. Kobak of J. K. Lasser Co., New 
York. Mr. Kobak presented NOMDA’S new Uniform 
Accounting Manual and led one of three discussions feat- 
ured at the convention. In addition to his advice on ac- 
counting, there were informative panel sessions on dealer 
advertising and on the impact of automation. 

NOMDA’s first West Coast convention in more than 
a decade drew delegates from every portion of the country, 
including New England, Florida and Hawaii, but Cali- 
fornia and other Western states provided the bulk of the 
attendance as expected. More than 50 manufacturers and 
suppliers supported the exhibit with interesting and elabo- 
rate displays. 

In their business sessions, NOMDA members: 

— Elevated Paul McWilliams of Little Rock, Ark., to 
the presidency and elected new officers and board mem- 
bers to serve with him; 

— Activated a permanent development committee of 
nine members with staggered terms to plan new Associa- 
tion projects; 

— Amended their by-laws to increase dues. Dealer 
dues will now be $30 and $25 (for local members). 

The 1961 meeting will be at Grossinger’s in New York. 

An address at the opening luncheon. by Rep. Wright 
Patman of Texas formed a fitting backdrop for the dis- 
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New officers of NOMDA, wearing leis presented by members of the Hawaiian OMDA, are (left 
to right) Herb Blake, Hamilton, Ontario, third vice president; Milton L. Watson of Smith-Corona 
Marchant, second vice president, representing the manufacturers’ division; Edgar Noll, Phila- 
delphia, first vice president; Paul McWilliams, Little Rock, Ark., president; Edwin T. Feigle, 
Houston, treasurer; V. L. Kennedy, San Jose, Calif., secretary; and Harold Mann, executive 
secretary. 


Biff Bender, played by Chic Webb of Ingle- 
wood, Calif., coats frayed typewriter ribbon 
with liquid black shoe polish in scene from 
skit by Southern California Office Machine 
Dealers Assn. In a later scene from the same 
entertaining drama with a moral, the boss 
and his secretary, played by George Goyer 
and Mary Picou, admire new typewriter 
which replaced the 35-year-old model. The 
new machine, sold them by a more enter- 
prising salesman who followed Biff Bender, 
boasted such features as an automatic spell- 
ing corrector. 























cussions of dealer operating prob. 
lems which followed. The ardent 
congressional spokesman for small 
business described a few of the 
problems facing this segment of 
the national economy. 

Small businessmen and the farm. 
er, he said, are not sharing ip 
United States prosperity as they 
should. Small business failures 
climbed from 1,100 in 1946 to 14. 
000 in 1958, he pointed out, saying 
the reason was probably not inef. 
ficiency or inexperience because 
many of those falling by the way. 
side had been in business mor 
than five or 10 years. 

Tax adjustments and a_ bette 
job of protection from the Federal 
Trade Commission were among 
the small business needs men. 
tioned by Rep. Patman. He said 
there is a big threat in the trend 





toward integrated marketing 
through company-owned _ stores 
And he cited as a special handicap 
the fact that small business has to 
finance expansion out of profits, 
while big business can sell stock 
or borrow at low rates. 

The Texas lawmaker stressed 
his beliefs that small business is 
the foundation of democracy and 
that the shortest step to socialism 
is monopoly. 





Thomas Faust, left, of a San Francisco advertising agency lists 
do's and don'ts for dealers during panel program. Above, 
picture shows members of the advertising panel, dealers V. L. 
Kennedy of San Jose, Calif.; Ike Little, Omaha; and D. L. 
Keeney, Jr., Dallas. Also on the panel was Harold Steinke, 
Upper Darby, Pa. 
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The convention discussions of 
advertising, automation 
counting all had some bearing on 
the accountant’s statement that 
poor buying or poor selling are the 
only causes of insufficient gross 
profit in an office machine dealer- 
ship. 

To better control their buying 
and selling, dealers were introduced 
to NOMDA’s new Uniform <Ac- 
counting Manual, a project of the 
manufacturers’ division intended 
to make better dealers, which in 
turn will provide the industry with 
better competitors for the consum- 
er dollar. 

Mr. Kobak of the J. K. Lasser 
accounting firm explained the man- 
ual and its uses for tax purposes, 
to safeguard funds, and in order 
to know what’s going on in the 


business. 


and ac- 





divides a dealer's 


The 
operation into five general areas 
and suggests separate figures for 


manual 


each: inside sales, outside sales, 
rentals, service and supplies. 

In order to see the forest, which 
is their entire business, as well as 
the trees represented by day to 
day problems, even the smallest 
dealers were advised to have an 
accountant draw up the uniform 
accounting statements for them 





Examining “idea board” display of adver- 
tising and promoti ples are, left to 
right, Samuel Stein, Quality Office Equip- 
ment, New York; Jack Thomas, A. K. Thomas 
Co., Lawrence, Mass.; and Ed. J. Halenkamp, 
Business Machines, Inc., Cincinnati. 
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each month and get outside help 
to interpret the statements every 
three or four months from a bank- 
er or other adviser. 

Dollar benefits from a good ac- 
counting system, Mr. Kobak said, 
would come from 1) better control 
better 
better 
closer control of 
a better measure of 


of accounts receivable, 2) 


use of cash discounts, 3) 
sales records, 4) 
costs, and 5) 
one’s performance in view of pre- 
determined goals or budgets. 
Heavy participation by the audi- 
ence made NOMDA’s panel pro- 
gram on dealer advertising one of 
the highlights of the convention. 
Advertising was described as a pro- 
jection of selling which is often the 
only way of reaching the passing 
parade of prospects which moves 
in and out of a dealer’s territory. 
Panelists and other dealers testi- 
















Automation panelists 
in this huddle are, 
left to right, Edgar 
Noll, Walter Len- 
nartson who led the 
discussion, and N. 
H. Von Soosten. 


Ee. ; 
2 ® 


< the 3 33 
Ladies of NOMDA officers for the coming 








year are, 


fied to the effectiveness of 
paper ads, yellow 
direct mail. 
ported in some markets from the 
use of other media such as radio, 


news- 
and 
Good results were re- 


page ads 


television and outdoor ad- 
vertising. D. L. Keeney, Dallas 
dealer, described his cheap and ef- 
fective direct mail program but 
cautioned that a balanced and con- 
sistent program is needed, one that 
cmploys other media as well. VY. 
L. Kennedy of San Jose, Calif., 
chairman of the program, urged 
dealers to keep a scrapbook or 
record of each ad and its results. 
An Indianapolis man described an 
agreement dealers in his 
area to keep yellow page display 
space within certain limits, so that 
telephone company salesmen could 
not play one against the other. 


even 


among 


(Continued on page 75) 





4. * 
left to right, Mrs. Lillian Blake, Hamilton, 


Ontario, secretary-treasurer; Mrs. Anne Stein, New York, third vice president; Mrs. Vivian 
Roper, Seattle, president; Mrs. Grace Van Dalfsen, Beverly Hills, Calif., first vice president; 
and Mrs. Mildred Anderson, Pasadena, Calif., second vice president. 













selling 


long-time employees. 


Here are some observations by a young 


Cleveland sales manager on a complex 


Fred checks out printing order in the company’s pressroom. Most of the shop workers are 


task faced by many stationers 


Selling Both Job Printing 


\ like to sell printing,” says 
**E Fred Bishop. “It’s interesting 
and a challenge, from the stand- 
point that you have to know a 
great deal about what you're sell- 
ing. Perhaps even more than you 
do to sell stationery supplies—at 
least routine items. 

“There’s a lot of room for sales, 
too,” he continues. “Everything is 
different. You aren't selling the 
same lines everyone else does, so 
your sales are less subject to di- 
rect price competition.” 

Like many salesmen whose firms 
have both printing and stationery 
divisions, Fred Bishop is required 
to be sort of a double-threat in 
the field: one minute selling pen- 
cils and paper clips, the next a 
printing order for ships’ logbooks. 
“It can be confusing,” he admits, 
“both to us and to our customers. 
You really have to be on your 
toes.” 

Fred represents the third gen- 
eration of his family to be associ- 
ated with Office Supply & Print- 
ing Co., Cleveland. His father, 
Walter Bishop, and his uncle, 
Ralph Bishop, manage the print- 
ing and stationery divisions, re- 
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spectively. Fred is in his early 
thirties, college-educated and an 
articulate spokesman for modern 
business methods. In time he will 
no doubt figure prominently in top 
management. For the time being 
he is fully occupied with a sales 
territory and the supervision of 
the company’s five-man sales force, 
all of whom, like Fred, sell nearly 
equal parts of job printing and 
general line supplies. 

When asked if it might be bet- 
ter to divide the 
two groups, one for printing and 


salesmen into 


one for stationery, Fred replies: 
“Both of our divisions must be 
serviced, that without say- 
ing. It’s a question of finding the 
most economical way of doing it. 
A dual seems the 
best method because it eliminates 
many calls. A number of custom- 
ers buy both stationery and print- 
ing. Our method also simplifies 
record-keeping and sales supervi- 


sion.” 


goes 


purpose force 


There are, however, certain dif- 
ficulties that have to be dealt 
with. High on the list of prob- 
lems is the matter of training 


salesmen. Office Supply & Print- 









tried to cope with this 
problem by hiring college gradu 
ates with potential, using 
some of the guides offered by th 
National Stationery & Offic 
Equipment Assn. Fred attended 
one of the NSOEA sales manage- 
ment seminars. 


ing has 


good 


Trainees spend anywhere from 
six months to a year or more work- 
ing inside the store, waiting on 
customers, filling orders from stoek, 
and working in the print shop be- 
fore being sent out to sell. When 
a territory is finally assigned, the 
salesman usually has a fairly thor- 
ough knowledge of both company 
divisions. 

Despite the fact that many com- 
panies are customers for both sta- 
tionery and printing and this is @ 
strong feature of the integrated 
sales force, difficuities are encoun 
tered with a minority of customers 
who are reluctant to buy both 
items from the same salesmat. 
Fred thinks this is perhaps due 
to the reasoning of some people 
that a salesman can’t have a thor- 
ough knowledge of two consider 
ably different lines. 

In most such instances, the sales 


MODERN STATIONER, SEPTEMBER, 1960 















lan 
hon 


mi 
to 
he 


ir 






ing 


with this 
ege gradu 
tial, using 
red by th 
y & Office 
1 attended 
es manage- 


vhere from 
more work- 
Waiting on 
from stock, 
it shop be- 
sell. When 
signed, the 
fairly thor- 
h company 


many com- 
r both sta- 
1d this is a 

integrated 
ire encoun: 
f customers 

buy both 

salesman. 
erhaps due 
yme people 
ave a thor- 
o consider- 


s, the sales 


TEMBER, 1960 


Fred Bishop, sales manager for Office 
land, discusses the problems of having the same salesmen sell sta- 
tionery and printing. 












man is able to overcome the cus- 
tomer’s resistance, particularly if 
he has been well-trained in both 
ireas. 

Office Supply & Printing is lo- 
cated in a four-story loft build- 
ing off Cleveland’s Public Square. 
It is not what is customarily called 
a walk-in location. Customers do 
come to the store, however, to buy 
things needed in a hurry or simply 
because the customer happens to 
be nearby. No attempt is made to 
push the walk-in trade. Nearly all 
sales are made by outside contact. 

The first floor of Office Supply 
& Printing’s building is devoted 
half to offices and half to a simple 
display of merchandise. The sec- 
ond floor is used for general line 
stock. The top two floors are de- 
voted to the company’s printing 
division. Here a small but con- 
group of men_ prints 
forms, letterheads, invoices, ledger 
sheets, purchase orders and a num- 
ber of special items used by ship- 
ping companies, who form the 
store's largest group of customers. 

“Our shop does fine work and 
we can be proud of what we have 
lo sell,” Fred says. “If a mistake 
is made, we see that it’s corrected 


sclentiou : 
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Supply & Printing Co 


» 


.. Cleve- 


and Stationery Supplies 


even if it means doing the whole 
job over. 

“I believe price is a service, too. 
If you offer a fair price, you've 
service. A 
lot of salesmen don’t realize this. 

“Service is not an excuse for 
I’ve heard salesmen 
say, ‘You pay a higher price from 
me because you get more service.” 
I don’t like that approach. I feel 
it’s negative and vague. 

“You've got to be interested in 
You can’t 
give the customer the impression 
you just stop in every two weeks 
for his order.” 

In selling printing, Fred finds 
that frequently “the man you are 
selling neglects to consider what 
an item will be used for. If it’s a 
record book, for example, will it 
be carried in the pocket of the man 
who will ultimately use it? If so, 
it obviously shouldn’t be too large. 
The must keep these 
things in mind. Just like deliveries, 
this is a form of service, and an 
area in which the salesman can be 
of the greatest help to his custom- 


done the customer a 


price, either. 


2 man’s business, too. 


salesman 


ers, 
“The know about a 
man’s business the more you can 


more you 












Ralph Bishop, Fred's uncle, manages the 


company’s stationery division. Fred's grand- 
father founded the business in 1908. 


“We find 
with the 
companies 
their men 
firms do, 
they have different types of forms 


help him,” Fred 
this particularly true 
Great Lakes shipping 
we sell to. They pay 
differently than 


Says. 


most 


and record books. Selling all of 
these requires special knowledge. 
The good salesman makes it a 


point to get the knowledge he 
needs. It makes no difference 
whether he’s selling printing to an 
iron ore carrier or staples to the 
corner real estate broker. A sales- 
man who bears this in mind should 
have no trouble selling both sta- 
tionery supplies and printing to his 
accounts. 

One other argument Fred finds 
in favor of selling both 
that printing business tends to be 
Thus the salesman who 
stationery in addition to 
printing can shift his emphasis, in 
off seasons, and give himself time 
to develop new accounts in one 
field or the other, or both. 

“Selling two lines the way we 
do is hard work,” Fred concludes, 
“but it’s far from impossible. If 
you have the right kind of sales- 
men there’s no problem. The resi 
just naturally follows.” 


lines is 


seasonal. 


sells 















QO" day not long ago a man 
walked into Rader Office 
Equipment Co. in Omaha and de- 
manded the sum of $1.60. After 
a brief conversation Mrs. Gertrude 
Rader learned that the man had 
purchased a metal waste basket a 
few days earlier. Now he had rea: 
in the paper that the same basket 
was selling for $1.60 less, the re- 
sult of a special sale the store had 
just begun. 

The man insisted that he be re- 
funded the difference in price. 
Though by no means obligated to 
do so, Mrs. Rader promptly gave 
him the money. 


tional touchstone, Mrs. Rader has 
successfully run two office supply 
and equipment since the 
death of her husband 12 years 
ago. The main store is in Omaha, 
where Mrs. Rader makes her home. 
The second store, slightly smaller, 
is in Sioux City, Iowa. At first 
she wanted to liquidate the stores, 
talked her 
running them herself. 

After one year of running the 


stores 


but an attorney into 


business, she recalls, “you couldn't 
have gotten me out if you'd tried.” 

Mrs. Rader’s enthusiasm for her 
work is immediately apparent. She 


takes great pride in the sort of 


Nor is psychology overlooked a 
a valuable sales aid. Mrs. Rade 
lines of metal office 
furniture—a major line sold up. 
der franchise, and a second less ex. 
pensive line. She uses the second 
line to sell the main line. Whena 
potential customer looks at the 
more expensive furniture, after 
first seeing the cheaper line, its 
virtues are more obvious and he’ 
more likely to buy it. This, Mis. 
Rader feels, is an advantageous 
use of basic psychology. 

Along the same lines, desks ip 
the showroom alcoves are carefully 
stocked with everything | that 


carries two 


The Most Important 


When asked why she had elected 
to return the money, since the man 
had made his purchase prior to 
the advertised dates of the sale, 
Mrs. Rader replied: “The minute 
a customer comes through the door 
he’s the most important thing in 
the store. Because of this I'll do 
anything I can for him. Who 
knows when that man will be in 
the market for new 
office equipment?” 
Using this one idea as an opera- 


furniture or 


job in recent years. 


Bill Sullivan, who serves as sales and office 
manager, poses in one of Rader's model of- 
fices, the result of a $10,000 remodeling 


runs, and her mind 
is never far from the subject of 


increasing sales. 


business she 


“You've got to keep growing,” 
she says. “There’s no standing 
still in this business. Either you’re 
going up or down. I want to go up.” 
Mrs. Rader leaves few stones un- 
turned in attaining this goal. 
“Everybody’s a potential customer 
when you're in the stationery busi- 
ness,” she says. “Even the house- 
wife.” 





Opposite the model offices is well-stocked office supply section. 


would be in them in normal use, 
including paper clips, rubber 
bands, facial tissue and _ cigarets 
This helps the potential customer 
visualize the equipment in his own 
office. It has also led to the sak 
of a complete office suite right off 
the floor to someone who came in 
to buy only a desk. 

Mrs. Rader does not believe that 
anybody does enough of what sh 
calls suggestion selling. “Peopk 
don’t always think of things to 
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buy by themselves,” she 
“We try to set up our store for 
impulse buying. It works because 
we have two excellent men on the 
floor to help the customer help 
himself. Our seven outside sales- 
men, directed by Bill Sullivan, do 
the same thing. They look for the 
chance to sell things people don’t 
know they need or, in some cases, 
don’t even know exist.” 

For example, Mrs. Rader once 
asked one of her salesmen to con- 
duct a chair survey at an office he 
was calling on. She told him to ask 
person in the office if his 
chair was comfortable, and at the 
same time to check for bad casters 


rlooked as Says. 
Irs. Rade 
etal office 


> sold up. 








ynd less ex. 
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Mrs. Gertrude Rader has headed the busi- 


each 
ness for 11 years. Telephone sales are just 
one expression of her great enthusiasm for 
selling office equipment. 
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and such. The salesman was at 
first skeptical, but at the end of 
the first week of such on-the-spot 
surveys he had sold eight posture 
chairs and 48 sets of casters. 

the office 
manager of a large Omaha bank 
complained to Mrs. Rader that 
the numerous girls under his sup- 
ervision spent a great deal of time 


cor? Inventory? The 


yple who work for you? On another occasion 


t according to Mrs. 


believe that rtrude Rader of Rader 


f what sh Office Equipment Co. in 


y. “People a congregating at the office’s one 
| we Omaha. She says . 
things to pencil sharpener. Mrs. Rader 


it's the customer promptly suggested portable pen- 
cil sharpeners for each girl’s desk. 
As it turned out, the manager 
didn’t even know such things ex- 
isted. He was pleased at the pros- 
pect of keeping the office girls at 
their desks where he thought they 
should be, and Mrs. Rader made 
a nice sale on the spot. 

A special visit to every com- 
pleted furniture installation is an- 
other part of the “customer first” 
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Rader's in downtown Omaha has 20,000 square feet of space, 
it for warehousing. 






half of 


tion. Founded in 1930, the store employes 16 persons. 
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policy. Aside from this being 
good customer relations, the com- 
pany finds it an excellent way to 
pick up business for 
lamps, ash trays, end tables and 
similar merchandise often 
in a newly furnished office. 

Rader Office Equipment Co, has 
an office planning department that 
has actually been operating in full 
gear only three or four months. It 
is staffed by Mrs. Rader’s 
Don, who has a degree in com- 
mercial art, and 
Here again, the approach is from 
viewpoint. Each 
layout begins with a study of the 
work flow and results in a well-de- 


accessory 


needed 


son, 
two. assistants. 


the customer's 


the Store 


signed work station. 

Under this arrangement, 
business has excellent. Re- 
cent installations have been done 
for a paper company, a school of 
nursing and at an Air Force base 
addition. It is a sign of Rader’s 
ability and versatility that the 
company has also furnished a din- 
ing room at the famous Sun Valley 
ski resort. 

Furniture is sold by letter, pho- 
tographs and phone calls. An 
automatic typewriter was acquired 
as part of a long-planned direct 
mail program. It was first used to 
send letters to inactive accounts, 
then welcome letters to new ac- 
counts, and finally letters to all 
accounts, including prospects, in- 
viting them to visit the store. “We 
are sold on direct mail,” Mrs. 
Rader “Direct contact is 
best, but salesmen can’t and don’t 
hit everywhere. You need adver- 
tising and promotion to fill in 
the gaps.” To help fill these gaps, 
the store has started using radio 
and television. 

With her many-sided approach 
to the Mrs. Rader is 
convinced that her company will 
continue to expand in the future. 
She is equally certain that the 
customer will continue to be the 
most important thing in the store. 


new 
been 


says. 


business, 
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By Gorden ©. Cross, Ph. D. 


Consulting Editor 





The greatest deterrent to cost control, says Dr. 
Cross, is working under the assumption that just 
because something has always been done in a 
certain way, it must continue that way forever 


ne of the major weaknesses in 
( eae forecasting, whether it 
be for sales planning or cost con- 
trol, is too much reliance on his- 
torical figures as guides to the fu- 
ture. It is true that we can usually 
tell where we are going by studying 
where we have been, but some- 
times we find that we are not going 
where we want to be going. 

Most of us like to feel that 
everything is going all right as long 
as we do better this year than we 
did last year. This is especially 
true in expense control. If some one 
section of our operation is running 
nice and smoothly at a low cost, 
we tend to feel that this is our 
most efficient department. Actual- 
ly it could be that we should be 
spending more in this phase of the 
business. As long as the expense is 
in line with past years, we do not 
look carefully enough at the real 
picture. 

On the other hand, we can easily 
become satisfied with some expense 
items just because they are in line 
with previous years when actually 
they have been too high all along. 
Usually the accountants and con- 
trollers of a company put too much 
confidence in the figures which 
they develop. In many cases, the 
rank and file employees can point 
out some ridiculous errors in ex- 
pense budgeting. 

In order to get away from his- 
torical influence, it helps to develop 
some analytical figures which may 
show an entirely different picture 
from that presented by the usual 
or natural form of operating state- 
ment. The first step in preparing 
such an expense analysis is to dis- 
tinguish the major functional divi- 
sions of your business. One way to 
do this is to follow the normal flow 
of goods through your store or 
warehouse. Roughly speaking the 
costs of a mercantile business can 





History vs. Analysis 


be divided into four main cate- 
(1) Acquisition Expenses, 
(2) Counter or Holding Expenses, 
(3) Explanation Expenses, and (4) 
Consummation Expenses. 

The major areas can be further 
sub-divided into the functions 
which go into each. For example, 
Acquisition expenses include the 
cost of buying, incoming transpor- 
tation, receiving, and handling the 
invoices. Counter expenses include 
real estate costs, checking and pric- 
ing, stockhandling, and warehous- 
ing. Explanation expenses include 
advertising, selling, displaying, and 
promoting. Consummation — ex- 
penses are usually the smallest of 
all. They include such items as 
credit to customers, packing, bill- 
ing, delivery, and adjustment costs. 

The breakdown suggested above 
will not be satisfactory for all sta- 
tioners, but it will provide a guide 
to beginning a program of fune- 
tional analysis. The number of 
functions in the breakdown should 
be influenced by the size of the 
total operation. In larger com- 
panies it is not unusual to find as 
many as thirty or even forty fune- 
tional classifications. 

The second step to cost analy- 
sis is to prepare an expense distri- 
bution sheet. This is done by us- 
ing a large sheet of analysis paper. 
The natural expense accounts as 
shown in the operating statement 
are listed down the sheet in the 
left-hand column. Across the top 
will go the functional items of cost 
centers as they are sometimes 
called. 

As an example we may consider 
the item of salaries which is al- 
ways found in the natural expense 
account list. By isolating the sal- 
aries which should be charged to 
each function, a truer picture of 
the costs in that functional area 
can be obtained. Other natural 


gories: 
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in Cost Control 


costs are spread in similar fashion. 
The whole sheet, when completed, 
will be a profile of the expenses 
of your business. 

The vertical columns may be 
totaled to provide a picture of the 
total cost of each function. These 
sometimes prove to be very re- 
vealing, especially if they have 
never been derived previously. The 
horizontal totals on this sheet will 
probably not be significant be- 
cause they have already been fig- 
ured in the natural operating 
statement. 

From an administrative point of 
view, the expense distribution 
sheet will prove to have several 
distinct advantages: 

1. It will show the total expense 
and natural expense component 
for each function of the business. 

2. When used in consecutive 
periods, the sheets will show which 
items of expense account for sig- 
nificant changes. 

3. It will give clues for the 
causes of changes in expense items. 

4. It makes it possible to place 
responsibility for cost performance 
on the individuals who are re- 
sponsible for the several functions. 

The preparation of the expense 
sheet is only one of the steps on 
the road to cost control. In itself 
it will do nothing to control ex- 
penses. Control is a human func- 
tion and must be exercised with a 
strong hand. He who starts out 
to reduce costs must be determined 
not only to find the weak spots 
but to do something about them. 

It is extremely important that 
the person who assumes this task 
have a completely objective view- 
point. For example a typical non- 
objective viewpoint is one which 
judges costs on the basis of the 
previous year alone. 

The administrator who wants to 
improve a poor cost picture must 
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be able to uncover the really weak 
places in his operation. For in- 
stance an analysis of the expense 
distribution sheet may show that 
delivery costs are extremely high 
in relation to sales at certain sea- 
sons of the year. This should 
motivate the analyst to ask some 
searching questions about prac- 


cause something has always been 
done in a certain way then it is 
necessary to continue doing it that 
way forever. 

Minor employees tend to build 
little empires for themselves. In 
their eagerness to justify the im- 
portance of their jobs, they often 
make them over-complicated. This 
tices in the delivery department. tendency is often responsible for 
Has the delivery department been the development of a number of 
planned for peak periods leaving areas of vested interest which can 
excess capacity in other periods? become extremely expensive and 
If so what happens to the excess may be very difficult to break 
during slack times? Would it be down. 
less expensive to handle the peak Sometimes the only way to clear 
periods some other way such as up a bad cost situation is to bring 
through outside services? Are smail in a new manager. Such action is 

rarely necessary if the man in 
charge will take time to analyze 
his costs. The surprising part of 
cost analysis is that weak spots 
usually turn up in places where 
they are least expected. It is this 
kind of surprise that makes the 
job worthwhile. 


deliveries causing seasonally un- 
reasonable expenses? 

These are just samples of the 
kinds of questions which can be 
asked once one has uncovered a 
weak spot. The greatest deter- 
rent to cost control is to work un- 
der the assumption that just be- 


Help Wanted — Divine 


' 

' 

’ 

‘ 

A classified ad in the Charlotte (N.C.) Observer } 
called for a man: ; 
“For hard work who can find things to be done i 
without the help of a manager and three assistants, : 
who gets to work on time and doesn’t try to be the ' 
first one finished at night, who is neat and doesn’t 
sulk for overtime pay in emergencies, who listens } 
carefully and asks only enough questions to insure ; 
accurate carrying out of instructions, who moves : 
quickly and makes little noise, who looks you straight : 
in the eye and tells the truth every time, who does ' 
not pity himself for having to work, who is cheerful 
and courteous to everyone, who is between the ages 
of 21 to 50 and...” } 
The most notable answer said: , 
“The man you are looking for was crucified al- i 
most 2,000 years ago. 
time, trouble and expense. ' 
' 
4 


Thought this might save you 
Regards. A Peasant.” 
(From Editer & Publisher) 


# 
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W. E. MacDonald Retires 
At Central Ohio Paper 

W. E. MacDonald, purchasing agent for 
the wholesale stationery division of The 
Central Ohio Paper Co., Columbus, Ohio, 
retired August 1 after 52 years in the in- 
dustry. 

Mr. MacDonald started in the retail 
stationery business in 1908 and later be- 
came owner of State Office Supply Co., 
in Columbus. He joined Central Ohio Pa- 
per in 1941 and served there as purchasing 
agent and assistant manager. 

W. F. Boothby, vice president, has an- 
nounced that B. E. Homman will replace 
Mr. MacDonald as purchasing agent and, 
in addition, R. W. Miller, Jr., is being 
transferred from the coarse paper division 
to the wholesale stationery division as as- 
sistant manager. 


New Officers Elected 
At H. H. West Company 

Charles J. Lofye has been elected pres'- 
dent of The H. H. West Co., Milwaukee, 
to succeed Walter E. Rossow who died in 
June. 

William G. Jarchow is the new vice presi- 
dent and Miss Margaret Soll has become 
secretary-treasurer. Alvin A. Frey has been 
named assistant secretary and Miss Dor- 
othy Gill was re-elected chairman of the 
board. 

The stationery and office equipment 
company has been in business since 1847. 


B. J. Bristoll, Former 
NSOEA President, Dies 

Blaine J. Bristoll, vice president anid 
general manager of Koch Brothers, Des 
Moines, Iowa, died July 22 at the age of 
67. He had been with Koch Brothers 
since 1925. 

Mr. Bristoll served a term in 1935-36 as 
president of the National Stationery and 
Office Equipment Assn. and had _ served 
earlier as district governor of the trade 
group’s seventh region. 


Detroit Firms Joined 

Consolidation of two Michigan firms was 
announced in July by John F. Langs, De- 
troit attorney and president of Gregory, 
Mayer & Thom. which he bought control 
of last December. Now Richmond & 
Backus, 118-year-old Detroit business, has 
become the printing and engraving division 
of the 62-year-old Gregory, Mayer & Thom 
Ce. 

The consolidated companies will operate 
in Gregory, Mayer & Thom’s nine-story 
building, which is being modernized. Charles 
G. Thom has been appointed executive 
vice president and manager. 


(Continued on page 40) 











PRESSTIME NEWS 


A financial writer from the New York Times and top market- 
ing executives from some of the giants in the electronic data pro- 
cessing equipment field will be among the featured speakers at 
the Sept. 24-28 convention-exhibit of the National Stationery and 
Office Equipment Assn. in Chicago. “The Revolution in the 
Office” theme of this year’s show will be developed in detail with 
a special display of automation equipment and supplies for the 
office and special cooperation in their own displays by many of 
the 450 exhibitors at the Conrad Hilton hotel. 

Another feature of the meeting will be an old-fashioned politi- 
cal debate between Paut Burier, former national chairman of 
the Democratic Party, and Rep. Water H. Jupp, Minnesota 
Republican who keynoted the GOP convention in July. 

Full pre-convention reports on the NSOEA show and on the 
Oct. 15-18 Eastern Commercial Stationery Show in New York 
will be included in next month’s issue. 

* * * * 

Ricnarp A. Jonas, Sr., chairman of the board of Oxford Filing 
Supply Co., died July 27 at the age of 97. In 1882 at the age 
of 19 he had founded with his brother a paper ruling business 
which evolved into one of the world’s largest makers of office 
supplies. Shortly after the turn of the century, he became inter- 
ested in index systems and filing. He invented and developed 
machinery for the production processes involved and he adopted 
the trade mark “Oxford” for his products because at the time he 
lived on Oxford Avenue in Queens, New York. Long active in 
church and trade affairs, he became a member of NSOEA in 1910 
and an honorary member in 1950. He is survived by his widow, 
two daughters, four sons, ten grandchildren and 22 great grand- 
children. 

* * * * 

A sweeping change in the marketing of Remington Rand's 
Systems products has been announced. The products, which have 
been sold for more than 50 years almost entirely by a direct sales 
organization, will now be offered through independent franchised 
dealers. The comprehensive line includes Kardex and other visible 
record systems, vertical filing equipment and supplies, wood and 
steel furniture, printed forms, fire-resistant point-of-use record 
keeping equipment and library furniture and equipment.  An- 
nouncement of the new marketing program is being made to co- 
incide with the 1960 NSOEA show. 

Further information about the new dealer sales operation may 
be obtained from a newly appointed general sales manager of the 
dealer sales department, R. T. Hugues, Remington Rand Div. 
of Sperry Rand Corp., 122 East 42nd St., New York 17, N.Y. 
(Phone YUkon 6-7800) . 

o 7 * * 

The country’s pencil industry has lost almost its entire export 
market and is in danger of losing a substantial part of the do- 
mestic market, Frank G. ATKINSON, president of the Lead Pencil 
Manufacturers Assn., told the U.S. Tariff Commission Aug. 3. 
Mr. Atkinson, who is also president of Joseph Dixon Crucible 
Co., said the industry is at the “peril point” and “must retain at 
least the present tariff protection” if it is to survive. Exports 
have fallen 87 percent in 12 years, he said, and domestic pro- 
ducers are competing price-wise in export markets because of sub- 
stantial cost advantages enjoyed by foreign producers. He said 
the domestic lead pencil industry is an essential one for both war 
and peace that cannot be maintained in all its skills on a standby 
basis. 

Other industry spokesmen who testified at the hearing were 
Ciype T. Nissen, executive vice president of the LPMA; Grorce 
J. Grumpacu, secretary-treasurer of LPMA and an officer of 
Venus Pen and Pencil Co.; and Witttam E. Dansczex, president 
of L. & C. Hardtmuth Co. 





MODERN STATIONER, SEPTEMBER, 1960 








12900-000000000000 


“PTEMBER, 1960 


TURQUOISE 


PALM GREEN 





EXECUTIVE RED 


DARK GREEN TANGERINE 











ROYAL BLUE 





smart new colors to show! 


fA < « letter-size binders now come in a whole bouquet of 
beautiful colors to make them more saleable than ever. Tell your most 
modern offices about them. (Or sell them to liven up the drab ones. 


And don’t forget to point out: they’re a big he lp when indexing by color. 


The Acco colors you already kn 


RED BLACK \ 


GREY SREEN 


To learn more about nationally advertised Acco binders, please turn the page 
























Sheets can’t slip out because Acco binders both fasten and grip. Keep records, 
catalog sheets, manuals, student lecture notes—all types of reference —safely, 
trimly in place. No bulk or bulge because the binders slim to their contents 
(whether | sheet, or 1,000). Made of firm, genuine presshoard, they lie flat, 
stack neatly, save space. And the colors stay bright and new-looking for years. 


@ Only the letter-size (sheet size, 11x84”) Binders take up to 6” capacity depend- 
is available in all 12 colors shown on ing on fastener. 


reverse side. Same standard price fot Also available with die-cut panel and 


all colors. acetate window. 


@ 2 styles—cloth bound or scored hinge. Packed in lots of 25 assorted new colors 

é 25 S, 

Standard punchings accommodate or 25 of any single color. Assorted 
234”, 4%", 5%”, 7” and 84” fastener. colors shipped in self-display box. 


Exciting new color combinations are now possible fot 
imprinted or embossed binder covers. Ideal for college 
notebooks and for business presentations, catalogs, 
price lists, manuals. (Imprinting or embossing by 





special order.) 


To save time, order Accopress® letter-size binders by stock numbers. (Styles listed below are equipped with Acco fasteners with 81/2” centers.) 
Turquoise Yellow alm = Executive Dark Tangerine "WA! = keg = Black = Grey Green Blue 

BS 2507 BY 2507 8Q2507 8X2507 822507 BA2507 882507 8F2507 862507 802507 BP2507 BU 2507 
BSS 2507 BYS 2507 BQS2507 BXS2507 BZS 2507 BAS 2507 BBS 2507 BFS 2507 BGS2507 BDS 2507 BPS2507 BUS 2507 


Fit & 


To order, or for further information, contact your Acco sales representative, or write 


ACCO PRODUCTS 


A DIVISION OF NATSER CORPORATION—OGDENSBURG, NEW YORK « IN CANADA: ACCO CANADIAN CO., LTD., TORONTO 
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Look what’s in this new combination package! 


@ One gross of MONGOL pencils With New One APSCO® “GIANT’® SHARPENER 
“DIAMOND STAR” Lead, Choice of 2 or F Degree Ideal For Use in Home, School and Office 


@ Long Writing Mileage 


B@ Nylon Selector Dial 


@ Exceptional Point Strength @ Replaceable Dual Steel Cutter Assembly 


@ Silky Smoothness 
@ Jet Black Writing 
@ Uniformity of Degree 


@ Easy to Install 
@ Highly Stylized 


Don’t miss one day of selling time on this amazing “2 in 1” combination package. See your Eberhard 
Faber representative or write to Sales Department, Eberhard Faber Pen & Pencil Co. Inc., Crestwood, 


Wilkes-Barre, Pennsylvania. 


©1960 Eberhard Faber Inc. 


Tm. Reg. U.S Pat. Off. ang Other Countries 
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SINCE 1849 


EBERHARD FABER 


Wliikes-Barre, Pennsylvania-New York-Toronto, Canada 


--- for more details circle 126 on last page 
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FLASHDRY 
inkmarker 


RESERVOIR NEVER DRIES OUT 
WHEN LEFT UNCAPPED! 


J > iM > 200° 
it’s revolutionary. Push down 
—Presto! the ink is flowing 
again — regardless of how 
long the cap has been off! 





*with the 
exclusive 
SPRING- 
~ WICK 
VALVE 
ACTION 

as illustrated 


® Writes on any surface—even metal! 

® Never dries up when left uncapped 

® Contains more ink than higher 
priced markers 

® 8 brilliant colors 

© 2-miles of writing 

© Can't evaporate 

© Completely leak-proof 


@ Replaceable tips and inks mean 
greater economy 

@ WRITE FOR FREE SAMPLE, 
ADDITIONAL DETAILS AND 

DISCOUNT SCHEDULE. 





























junior—39¢ List 


ylar—69¢ List 
O List 












Reg 
Jumbo-1 7 









- -- for more details circle 127 on last page 


es se Se a ae Ow ewe 


(Continued from page 36) 


Second OEMI Exposition 
To Be Nov. 1-4 in Los Angeles 

Approximately 60 manufacturers of office machines and equip 
ment will be represented at the Business Equipment Expositig 
of 1960, scheduled for Nov. 1-4 at the Memorial Sports Arem 
in Los Angeles 

This Pacifie Coast showing. a service of the Office Equipmes 
Manufacturers Institute (OEMI), will be the second in a em 
linuing series ef national demonstrations of the latest systems an 
products of the industry. The show will occupy the entire mai 
floor of the arena. The inaugural OEMI exposition last year was 
in Washington, D.C 

\ major facet of the exposition program was the establishment 
in 1958, of OEMI’s subsidiary exhibits corporation, Office Equip. 


ment Manufacturers Exhibits, Inc., directed by Rudolph Lang 


Underwood-Olivetti 
Transaction Completed 

Products to be marketed by Underwood Corp. in the Unite 
States and Canada include Underwood standard and electric type 
writers, an adding machine and an accounting machine, and O}- 
velti portable typewriters and adding, calculating and accounting 
machines. 

This combined offering is said to comprise the most complete 
line of office machines offered by a single company. The produets 
are being marketed through Olivetti outlets and through Under. 
wood’s 110 branch offices, 600 independent franchised sales agents 
and approximately $,000 independent retail outlets. 

As a result 
been dissolved and 69 percent of the outstanding shares of Under 


of the transaction, Olivetti Corp. of America has 


wood Corp. are owned by Olivetti of Italy. 
Ugo Galassi, new Underwood president, recently reported 
stockholders that sales activity has been stepped up and_produe- 


tion at Hartford, Conn., has nearly tripled since last September 


Lease Plan Announced 
By Remington Rand 

\ long-term lease plan covering all typewriter, adding-calew- 
lating machine and systems products has been announced by 
Remington Rand and Nationwide Leasing Co., which will under 
write the program 

The plan will be available throughout the country from Rem- 
ington Rand salesmen and agents. 

Leases can range in size from as little as $175 for a single 
adding machine up to hundreds of thousands of dollars for com- 
plete office systems including furniture. Terms will normally 
range from 39 to 65 months, but in special situations it will be 
possible to draw up agreements for as little as two years or @& 
long as 10 years. Renewal options will be standard for all leases 

Further information may be obtained from Remington Rand, 
315 Park Ave. So., New York 10, N.Y., or Nationwide Leasing 
Co., 11 So. LaSalle St., Chicago 3, Il. 





More than 200,000 two-color window streamers promoting this year's 
Letter Writing Week, Oct. 2-8, have already been distributed t 
retailers, schools, libraries and other display outlets. Theme of the 
23rd national observance is “‘Letters are Links to Friendship.” Ste 
tioners may obtain promotion material from the Paper Stationery 
& Tablet Manufacturers Assn., 444 Madison Ave., New York City. 


(Continued on page 48) 
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money FAST 


LETE REGNA LINE 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! : 
seen It’s low-priced! It’s profitable! 


Mail the coupon—Mail it today— 
Mail it NOW! 


JOELI fire-proof Ce a ee ee 


safes of unusually , REGNA CASH REGISTERS, INC. 
unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe Gentl ; 

with tremendous —— 
sales success. Several 
sizes and models 
available. 


Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 


In Canada: Regna Cash Registers of Canada, Ltd. 
704 Notre Dame St. W., Montreal, Que. 


OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 


pe ee ee ae ee ee et ee 


eee oe oe 
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what Sheaffer’s has 
in-store for YOU...but don’t wait 


too long before you order—’cause when 


these are gone...THERE AIN’T NO MORE! 


IT'S THE EARLY BIRD THAT GETS THE PROFITS... 


N THIS CHRISTMAS PACKAGE NOW! 


---+ for more details circle 166 on last page 
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PROFIT PACKS 


SHEAFFERS x2 


MAKE YOURS A “WRITE” CHRISTMAS WITH 
SHEAFFER'S 


Eonky vu, Specialy 


Limited time 


NOW is the “write” time to cash in on Sheaffer's EARLY 
BIRD SPECIAL. This is a pre-season opportunity that cannot 


be offered too long. 


Limited quantity 
EARLY BIRD SPECIAL package deals are available only as 
long as the limited supply lasts. Order “write” away! 


Sheaffer’s Popular Price merchandise in the EARLY BIRD 
SPECIAL turns a quick profit and gives sure-fire Christmas 
volume. Prices are aimed straight at the biggest gift market. 


Compact self-selliing 


Sheaffer's new, colorful gift display is “write” for even the 
smallest counter space. This sales making merchandiser puts 
you on the “write” track to Christmas profits. 


FREE storewide DISPLAY KIT 


Everything you need to make your store Christmas Gift 
Headquarters for all stationery merchandise. It’s all yours 
FREE with Sheaffer's EARLY BIRD SPECIAL. The “write” 
Christmas idea is to promote not only Sheaffer's Popular Price 
leaders, but all associated gift items. 








| Tadd, 
. Fe 
oa : Decorate, 4 


Sheaffer's big, bright ‘Write’ 
Christmas display promotes the 
3 best-selling items in the Pop 
ular Price line PLUS station 
ery, desk accessories, greeting 
cards and gift wraps, memo 
pads, note books, table de 
corations, calendars, phone in 
dexes and related gifts. The 
“Write” Christmas tree is self 
standing for window use. A full 
variety of in-store materials 
also provided. 


Early Bird Christmas Assortment 1EB60 includes: 


The FREE Storewide Christmas display kit includes the “Write” Christmas tree 
and 11 different, colorful panels each promoting an associated gift item. 


© S fatten selling tomy 


EARLY BIRD sales start big with these 3 time-tested, customer-approved leading 
items: Sheaffer's $4.95 Cartridge Fountain Pen and Pencil Set, the $2.95 Cartridge 
Fountain Pen and the $2.49 Skripriter Ballpoint Pen. 


+ All “gift” poclaged 


For extra customer appeal, the EARLY BIRD SPECIAL items are gift-boxed in new 
plastic crystal packages, to add prestige and eye appeal to the famous Sheaffer 
products. 
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'ALLPOINT 


"WRITE" 


Sheaffer's Cartridge 
Fountain Pen and Pencil Set 


e-packed sales team for big volume 


with 4 FREE 
Skrip Cartridges 

















RETAIL $995 


295 oe wrtray 


Sheaffer's new gift merchandiser 
measures only 8” x 18¥2" and holds 
3 dozen gift-boxed items. Here's a 
profit of 49.87 in minimum space 


3 FOR CHRISTMAS VOLUME AND PROFIT 


Cartridge Fountain Pen 
Loads like a rifle...loaded with profit! Premium leader of the Popular Price balipoints 


with 2 FREE 
Skrip Cartridges RETAIL $749 











SHEAF FERS 495 





Sheaffer's Skripriter 
Ballpoint Pen 


EARLY BIRD SPECIAL 
1EBGO 


~ 


dozen Cartridge RETAIL cosT 
Fountain Pen and 


Pencil Sets $59.40 $35.64 
1 dozen Cartridge 

Fountain Pens 35.40 21.24 
1 dozen Skripriter 

Ballpoint Pens 29.88 17.93 

PLUS Storewide 

Christmas Display FREE 


$124.68 $74.81 


YOUR COST 


$7 G2! 


YOUR PROFIT SAULCQS7 


THAT’S A FULL 40%! 


AT \ 


| BALLPOINT 


Sheatter's new gift 


measures only 8" x 1812 


These Features of the 


SHEAFFER'S CARTRIDGE 
FOUNTAIN PEN AND PENCIL SET 


@ Smart compact design 

@ Gleaming chrome caps 

@ Sturdy chrome safety clips 
Choice of writing points 


5 modern colors: 
green red and grey 


black, blue, 


Pencil has spiral grip for non- 
slip writing 


FOUNTAIN PEN SET 


merchandiser 


EARLY BIRD SPECIA\ 


ft 


1 dozen Cartridge 
Fountain Pens 


and 6 assorted panels) 


Ye dozen Cartridge 
Fountain Pen and 
Pencil Sets 


RETAIL cost 
$29.70 $17.82 


3540 21.24 


FREE 
$94.98 $56.99 





YOUR COST 


YOUR PROFIT S37 


THAT’S A FULL 40%! 


“WRITE” 3 Add Up to Big Volume and Profit 


SHEAFFER'S FAMOUS CARTRIDGE 
FOUNTAIN PEN 


Loads like a rifle with cartridges 
of genuine Skrip writing fluid 


Leak-proof, convenient Skrip cart- 
ridges hold more ink than any 
other cartridge 


Smoothest 
quality 


writing, dependable 


Trade-up opportunities with 


matching pencil 


SHEAFFER'S PROMOTION 


From window and in-store displays to nation- 
wide saturation TV spots, Sheaffer's is going all 
the way with dealers to make the 1960 season 
a “Write” Christmas packed with profit. The com- 


SHEAFFER'S SKRIPRITER 
BALLPOINT PEN 


Premium performance in popu- 
lar price range 


Frosted stainless steel cap 
Trouble-free mechanism 
Solid construction 


Choice of black, green, burgundy 
or blue 


plete promotional package o 
tailored to fit the needs of 
sumer, and is designed to 
job in every kind of market. 





HURRY! The EARLY BIRD SPECIAL is limited in 
quantity, limited in time. Place your order TODAY” | 


P-42 W. A. SHEAFFER PEN COMPANY + FORT MADISON, IOWA 
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$17.82 


21.2 


17.93 


COST — 
5°99 


Profit 
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sTOP BEING CHAINED 

TO YOUR DESK! % 4 ae 
enon Now yor can afford a Memaing-transoibing 20 
dst s"to0 sa 2 ing - playback machine engineered expressly for you 


Dictate from anywhere ™ 
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tating—i THE PROFESSIONAL MAN'S PORTABLE. ce 

es i here! STENOTAPE travels with = waes than ropes is os ut 

, % . — e 

eighs wal m o manu’ er. ‘Authorized dealers @ 

4 ° ¢] FREE TRIAL aT YOUR DESK 
Only 


Stand at the window, . 
y Geloso 
it a 


ig’ ly 
car, hotel roo 
STENOTAPE home an 


Ne 
an a briefcase No 
jnisters, educators, FRE 
at STENOTAPE 1S the 
jonals! And STENO- mAGNE 
y record conferences § ¥, 

ours free of 


wher 
th 
ors, lawyers m 
are finding thi 
for profess 
charge with your 


ts yo 
QUALITY When or own 
not only the world’s most 

machine, but also 


s 
gTENOTAPE machine Now! gun. & 
ACT Now Limited time offer 
A GUARANTEE 
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CHISES STILL AVAILABLE. 


Write to: 
in Canada write to: 


AMERICAN 

GELOSO E 

251 Park LECTRONICS 

N Avenue South — _ CANAD 

ew York 10, New York IAN GELOSO ELECTRONIC 

- 700 Wi S. tT 
Toronto 9, regs D. 
, Canada 


VISIT 
US AT N 
SOEA—R 
OOM 
641-A, CONRAD HILTO 
N HOTE 
L, CHICA 
Go. 
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(Continued from page 40) 


Mailing Equipment 
Now Offered to Dealers 

Mailers Equipment Co., 38-40 West 15th 
St., New York City, has purchased from 
Friden all patents, rights, dies, tools, paris 
and stock of Multipost Stamp Affixers 
and is manufacturing the equipment in 
New York. 

Sale of the Stamp Affixers, heretofore 
restricted to Friden agencies, will now be 
available to stationery and office equip- 
ment dealers, according to Paul I 
of Mailers Equipment Co. 


Gross 


Oz Buys Stanley Greetings 

O. D. Freedgood, president of Oz Pub- 
lishing Corp. of New York, manufacturer 
of studio greeting cards since 1950, re- 
cently purchased Stanley Greetings, Inc., 
of Dayton, conventional greeting card 
producer since 1911. By combining the 
best resources of both companies, the ac- 
quisition is expected to complement the 
Oz studio line. 


3M Buys Revere Camera 

Minnesota Mining & Manufacturing Co. 
has purchased Revere Camera Co. of Chi- 
cago and will use the facilities of the 
camera and recorder firm to produce tape 
cartridge players, offering a new system 
of recorded music for the home. Revere’s 








1 NEW READER 2 
DISPLAY RACK 





No wonder these four 
point-of-sale displays were awarded a 
much-coveted N. Y. Stationery Show 
plaque! They’ve been busily breaking 
sales records...busily selling thousands 


48 


NEW FUTURAMA 
MAGNIFIER DISPLAY 


of readers and magnifiers as impulse 


management and operating policies will 
continue without basic change. 
Business Show to Feature 
Electronic Equipment 
A cooperative display by five leading 


makers of electronic data processing equip- 
ment and systems will highlight the 1960 
National Business Show scheduled for Oct. 
24 through 28 at the New York Coliseum. 

Participating in the special “Compu- 
Center” display will be Bendix, Control 
Data Corp., Phileo, RCA and Remington 
Rand Univac 

The special display of $2 million worth 
of computers is described as underlining 
a basic factor often overlooked — that 
while electronic data processing is a vitally 
important element in this new age of scien- 
tific business management, the peripheral 
and supporting elements essential to com- 
pany operation must also be included. 

The show by the Office 
Executives Assn. for office managers and 
business executives. 


is sponsored 


Heller Roberts Expands 

Heller Roberts Manufacturing Corp. 
has purchased American Machine Works, 
Inc., and S. J. Stapling Co., both of Ra- 
cine, Wis., in order to round out the 
Heller line of fastening devices which em- 
braces over 300 models of staplers, tackers 
and stitchers. Manufacturing operations 
for wire carton stitchers and pre-formed 
staples will be moved from Racine to the 
enlarged Cleveland plant of Heller Roberts. 








3 NEW 10-POWER 


purchases! The winning combination? 
Unequaled quality and the distinguished 
B&L trade-mark... features your cus- 
tomers instantly recognize. Drop us a 
card for full prices. Bausch & Lomb 
Incorporated, Rochester 2, New York. 


-~-- for more details circle 111 on last page 


CODDINGTON DISPLAY 











Premiums for Dealers 

Victor Adding Machine Co. repog, 
that more than 6,000 office equipment de 
ers and stationers who sell and service 
budget line Champion adding machin 
participated in a summer premium pf 
involving a variety of prizes ranging frp 
watches to mink scarves. 

William R. Leahy, assistant sales m 
ger in charge of the line, said the “Me 
chandise Investment Trust” was initigi¢l 
as an added incentive for dealers to » 
plenish their inventory in advance ¢ 
the normal fall increase in business. Ups 
the offer, which ends Sept. 15, dealers why 
order as few as four machines can at ty 
same time order a gift for themselves 
their families. 





Jayem to Sell Rack ‘N’ File 

Jayem Sales Corp. of New York ha 
acquired manufacturing and sales rights @ 
Rack ‘N’ File storage equipment fro 
Supreme Steel Co. The unit is a combin 
tion of steel shelving units and fibre bog 
storage boxes. 


Wastebasket Cited 

The Fiberlite Wastebasket made | 
Globe-Wernicke recently won a first prix 
at the fifteenth annual conference of th 
Reinforced Plastic Division of the Sociel 
of the Plastic Industry. The top awan 
in a category that included wastebasket 
chairs and trays, was based on originalit 
of design, material, color, utility, mol. 
ability and appearance. 








A NEW ATTACHED CASE 
MAGNIFIER DISPLAY 


“Best Point-of-Sale Merchandise Presentation’ 
as awarded by New York State Stationery Show 


BAUSCH & LOMB 


Makers of: Balomatic Projectors + CinemaScope Lenses + Ray-Ban Sun Gast 
Binoculars « Microscopes + Quality Eyewear « Rifle Sights » Scientific 
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(et ready—because Merriam-Webster’s continuing advertis- 
ng campaign in READER’S DIGEST includes a full page 
back-to-school advertisement that will reach 35,000,000 
sod prospects. It will tell them compellingly why every 
‘udent in high school and college should have a New 
(ollegiate Dictionary. 

This means big business for you... because one out of 
wery four of your local families buys and reads the 
DIGEST regularly. 

READER’S DIGEST will carry this sales message right 
ito the classrooms, too. Every month during the school 
year, students in half the nation’s high schools — use the 
yecial Educational Editions of the DIGEST as a classroom 
ietthook. 


tation’ 
Show 










LOMB 









e Lenses » Ray-Ban Sun Gas 
fle Sights » Scientific Intranet 
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oming in the September issue 


erriam-Webster advertising 
n Reader’s Digest will spark 
vor vour back-to-school sales! 









Be ready! When the September READER’S DIGEST 
goes on sale in your locality on August 25, have plenty of 
Merriam-Webster New Collegiates on hand to meet the big 
demand. And, to make the most of this big sales opportunity, 
be sure that your store has the red-jacketed New Collegiates 
prominently displayed. 


People have faith in 


Readers Digest 


largest magazine circulation in U. S. 
Over 12,000,000 copies bought monthly. 


--- for more details circle 159 on last page 




































They sell on sight in 


SENCO 


COLORAMA 
COUNTER DISPLAY 


No. 69-C © 4 dozen 12” wood rulers 
14%” x 3,” thick double beveled. In as- 
sorted colors, 10¢ seller. Metal edge. 


No. 700-C © 6 dozen 12” wood rulers 
Y%_" x Xi" thick, single beveled. 18 each 
of 4 colors 5¢ best seller. 
Individually packed for re-shipment. 
Write for prices. Buy from your nearby jobber. 


52 Miller Street, Seneca Falls, N. Y. 


--- for more details circle 165 on last page 








NEW! 


Vivid Colored 
RULERS 


Bright blues, yellows, greens and 
reds . . . PRECISIONMATIC made 





SENECA NOVELTY CO., INC. 


NEWS . 


... a 


A. C. McClurg & Co. 
Names 4 Board Members 

A. C. McClurg & Co., Chicago wholesaler of stationery, books 
toys, giftwares and housewares, recently increased the size of jis 
board to 12 members. New directors are Mrs. Charles Potter (pe 
Barbara McClurg); Earl M. Perry, sales manager; George W 
Maines, stationery buyer; and Harlan G. Hanway, advertising 
manager. 

The Chicago firm with offices and warehouse at 333 E. On 
rio St. was founded in 1844. It maintains permanent sample dig 
play in seven cities of the Midwest, and opens special displays gf 
holiday goods in 14 other cities. 


Fina) NSOEA Regional 
Meetings of 1960 Held 

One of the most successful series of regional meetings in the 
history of the National Stationery and Office Equipment Ags 
was completed in June and July as final sessions were conducted 
in the Northeastern section of the country. 

The new format with workshops and seminar-type discussion 
was warmly welcomed throughout the country. 

District 2 — Meeting at Hotel Sagamore, Bolton Landing 
N. Y., the dealers of out-state New York elected Palmer Carnrigh 
of Snyder’s, Newburgh, N. Y., as governor. Jim Long of Parke 
Pen is new president of the Empire State Travelers. First am 
second lieutenant governors are Harold Kastensmith, Benche, In 
Schenectady, and Harry Sanner, Sanner Office Supply, Erie, Pa 

District 1 — Raymond F. McGrane, E. L. Freeman Co., Eas 
Providence, R. I., was elected governor by New England dealers 
at the last of 14 spring regional meetings. He succeeds James W 
Hayes of Boston. First and second lieutenant governors are Henn 


Rosnosky, Henry Rosnosky Co., Boston, and Richard J. Kilpatrick 





Hartford Office Supply Co., Hartford, Conn. 


No Hi-Finance here, just Low Prices, but oe set a sales record 
when you play up these napkins that will keep your cash registers 
ringing like the sound of music all through the happy holiday season. 


Well-loved Christmas songs -- words, music, and clever illustrations 
in gay color -- on luncheon napkins of finest quality white paper 
damask, in bright holiday gift boxes. 36 napkins each, $1 per box. 


The ever-popular TWELVE DAYS OF CHRISTMAS with a single 
verse outside each napkin, and all with the progressive refrain 
inside. 3 each of 12 different designs, 36 assorted. 


Favorite CHRISTMAS CAROLS, with charming illustrations to 
make them more heartwarming than ever. Beautifully rendered, 
in excellent taste. 4 each of 9 different carols, 36 assorted. 


These delightful napkins strike just the right note at the festive 
season --a novel gift or entertainment idea to provide added 
interest and extra gaiety at parties before, at, and after Christmas. 
Either unit will increase the tempo of your holiday sales — 
feature both, and you'll have a twosome that will lead off your 
own seasonal Hit Parade. , 


a 2@5 FIFTH AVENUE, NEW YORK 10, NEW YORK 
I519A Merchandise Mart, Chicago 
, 105-107 Merchandise Mart, Dallas * 
rrett mut, INC. 32 East Union Street, Pasadena 


AND AT ALL MAJOR GIFT AND STATIONERY SHOWS 
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_ . JYou'll be seeing lots and lots of Mr. Lincoln™ now that... 
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Great new product! The pen with the BIGGEST 
INK CARTRIDGE IN AMERICA. And that’s just 
the beginning of its quality features — never before 
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meas gris Parker 45's possible at so low a price. 
egis ers ~ handsomely 
SasOR ee Neatly priced at $5.00! Now you can sell a luxury 
— writing instrument equipped with a 14-K GOLD 
per box. POINT — at a price even a student can afford. 
gr Powerful advertising support! Wait till you see 
the kickoff spread in the September 5 issue of 
tone e LIFE. Sales-sational! 
sorte “ 
Be sure to visit Parker at Booths 146-147 during 
festive the NSOEA Convention at the Conrad Hilton 
| added , in Chicago from Sept. 24-28. 
a . 
aies == | 
of yor 1 NEW HEADLINER DISPLAY Wr *945. HURRY! Order yours now! 
\\ 
¢ The Parker Pen Company 

& tie --- for more details circle 156 on last page 
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NEWS . 


Smead Window Contest 
Winners Announced 


The A & E Supply Co., Duluth, Minn., has been named 
prize winner in the 1960 window display contest of Smead 
Co. Rey Holt of the Seaway city won a trip for two to } 
City 
MORRISHARP All Smead dealers will receive a brochure containing p 


graphs of winning windows and an analysis of the interestir 


ad unusual themes and motifs used in the displays.. 


= electric Second prize was won by Collins & Pittman, Inc., Terre 
Ind.; third prize by Idaho Typewriter Exchange, Pocatello, 
ind fourth, by Geo. E. Baird & Son, Kansas City, Mo 

Ten honorable mention entries were from Zillner’s Office § 


pencil 


STATIONERY . 


Le: 
GO: SM 
FOR OFFICE 
REGORDS 


— ww 
P ®, 
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IF YOU SHARPEN A PENCIL |**_"™ - Se = 
7 =" | se 
6 TIMES A DAY YOU NEED 4 ae Fel = 

MORRISHARP 


eee e_ = 
ne 


Ss — 


7Time saver... money saver... Morrisharp actually sharpens 

pencils five times as fast! Starts automatically, stops cutting | These two windows placed first and second in the 1960 
= £ a Contest. 

when pencil is perfectly sharpened. Has selector for medium, 

fine, extra fine points. Thousands now in use in business offices, 

drafting rooms, bowling alleys, banks, oil refineries, etc. At your 

stationer’s in choice of office colors. 


P.S.—Morrisharp makes an excellent gift item, too. 


1. 2. | 3. |% _& . 
ie / a 
(Photo Courtesy Smead Mfg. Co.) 
4. 5. 6. 


plies, Waukesha, Wis.; Horder’s, Chicago; The Stationers, 
hart, Ind.; Barrett’s Stationery & Office Supplies, Grants 

ALSO ASK ABOUT THESE FINE BERT M. MORRIS PRODUCTS Ore.; County Stationers, Ventura, Calif.; Kendrick,Bellamy, 
1. MORRIS TRAYS—Letter and legal size./ 2. MORRIS MEMO HOLDERS— | Vel: Indiana University Book Store, Bloomington, Ind, AL] 
With or without ball point pen./ 3. MORRIS PHONE REST—In telephone | I'reher, Easton, Pa.; Stationers Corp., Los Angeles; and 

colors. Fits all phones./ 4. MORRISTAR BALL PEN DESK SET./ 5. MORRIS | Printers & Stationers, Madison, Wis. 

SAFE-T-SET — Nonspill Pen And Ink Set./ 6. MORRIS FOUNTAIN PEN SET. The panel of judges included Dick Hodgson, presidé 
American Marketing Service, Boston; Homer Smith, Ma 
merchandising manager; and Clarence Deutsch, colorist and 


BERT M. Morris co. handising designer, St. Pasi, Minn. 


The first prize winner, Roy Holt and Mrs. Holt, col 


8651 W. Third Street, Los Angeles 48, California | their prize in early August. They planned to spend the 
--- for more details circle 150 on last page August 7-13 in Mexico City. 
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STAPLING 
MACHINES 





NATIONAL ADVERTISING 
CAMPAIGN! 


ARROW’s powerful Fall advertising will reach and 
pre-sell many millions more than ever before... through 
the Nation’s leading consumer magazines! 






ARROW helps you tie-in profitably with a wide assortment of well-planned ad mats for your own local 
newspaper advertising — plus a generous Co-Op advertising allowance! 
as, Grants 


= ca i GEST: EVER CONSUMER- 
1, Ind; A | 

— a C1 Send details on Dealer Co-op Advertising Program. 
(1 Send us Authorized Dealer Decal #210. 


Gruith: — ARROW's strict “Selling Only Thru The Trade” policy C—) We'd like to see your salesman. 
olestil and’ means that Registered ARROW Dealers will reap the Company name 
benefits of many thousands of consumer inquiries that [Rees 
Holt, come pouring in from heavy Fall National Advertising! 


Stationers, 

Arrow Fastener Company, Inc. Brooklyn 12, N. Y. 

(1 Sign us up as a registered Arrow dealer so we can gé 
those consumer referrals 





ond the 


EPTEMBER, 





Put your store in line for these “live” sales leads that come 
in from your community . 
Sign up for ARROW’s DEALER REGISTRATION PLAN today! 


Fill nut and mail handy Reoictratinn eaunanl 





—————E—————— State 


Signature 
NAME OF OUR WHOLESALER ——— 
Address 





NEWS . 


Cincinnati Show Set 
For Feb. 21-23, 1961 

The 1961 Cincinnati Office and Business 
Equipment Show, scheduled for Feb. 21 
through 23 at the Hotel Sheraton Gibson 
Roof Garden, reports more than 90 per- 


Louis L. Hammelrath of Cincinnati Bell 
Telephone is vice chairman and Earl J. 
Winter, 311 Pike St., Cincinnati, is show 
manager. Honorary show chairman is John 
L. Howison of Kelsall-Voorheis, Inc. 
The next Secretary of Commerce of the 
United States will be invited to open show, 
at which more than 40 firms will display 
their products to buyers within a 100 mile 


cent of its exhibit space sold a half year 


before the show. 
It will be the fourth 


in the field of office furniture, 
equipment and collateral services. 


Chairman of the 1961 show 


S. Long, president of George S. Long & 
Associates, manufacturers representatives. 





L GSWay 


such exhibit for 
the Ohio Valley market, sponsored by a 
non-profit group of Cincinnati businessmen of the founders of 
business 


is George 


radius of Cincinnati. 


Arthur Baum Retires 

Arthur J. Baum, who in 1904 was one 
Siekert & Baum Stla- 
tionery Co., Milwaukee, has sold his in- 
terest to the corporation and retired as 
chairman of the board. Fred J. Siekert, 
son of the other founder, has been elected 
chairman and re-elected president. 


Brings you the most 
complete line of 


QUALITY CHESS SETS 


each-set is an outstanding value in its price class 


...tewards you with fast turnover, 
good mark-up and real profits! 


KINGSWAY FLORENTINE CHESS SETS 


Every piece is a thing of beauty... a joy forever! Each 
chessman is an authentic reproduction of the original 
hand carved Florentine chessmen created by 11th and 
12th century craftsmen. All are redesigned and so per- 
fectly matched ‘that they are even more beautiful than 
the original figures. Each set in attractive eye-buy-appeal 
packaging. 


FLORENTINE STUDENTS SET 
* Model No. 99, retail $3.98 
* King Height 31/2 inches 

© All Pieces Weighted, Felted 
FLORENTINE DELUXE SET 

* Model No. 102, retail $9.25 
* King Height 41%, inches 

* All Pieces Weighted, Felted 


MAGNETIC CHESS & 
ER SET 


CHECK’ 


* Model No. 73-M, retail $7.00 
* King Height 134 inches 

* Florentine Design 

* All Pieces Weighted, Felted 


STAUNTON JUNIOR SET 
e Model No. W-1, retail $2.00 
* King Height 23/4, inches 


STAUNTON CHESS & 

CHECKER SET 

« Model No. 6, retail $4.00 

e 4-Compartment Leatherette 
Box with both chess & 
checkers 





FLORENTINE CROWN SET 

* Model No. 101, retail $7.25 
* King Height 41% inches 

* All Pieces Weighted, Felted 


FLORENTINE IMPERIAL 
SPECIAL SET 

* Model No. 103-S, retail $13.00 
* King Height 41/4, inches 

* All Pieces Weighted, Felted 


FLORENTINE MAGNETIC 
CHESS SET 

* Model No. 71-M, retail $5.00 
* King Height 13/, inches 

* All Pieces Weighted, Felted 


STAUNTON CHESS SETS 


each chessman is weighted and felted 


VARSITY TOURNAMENT 
CHESS SET 

* model No. 400, retail $15.00 
e King Height 5' inches 

© Staunton design 

* Embossed package 


KINGSWAY CHECKER SET 

* Model No. 50, retail $2.00 

e Actual Crown **King- 
Makers’’ Insert on Each Piece 


STAUNTON CHESS SPECIAL PACK 
* Model No. 5, retail $3.50 
e King Height 2%/, inches 





KINGSWAY REVOLVING 
POKER RACKS 

(without chips) 

® Model No. 201, retail $2.98 





KINGSWAY Features A Complete Line of CHESS 
& CHECKER PLAYING BOARDS and TABLES retail 
$3.00 to $30.00. 


849 W. Washington St., Chicago 7, III 
Phone: SEeley 8-0117 


-~-- for more details circle 144 on last page 





Washington Firm Opens 
Interior Design Studio 

James A. Smart, president of Capi 
Office Supply Co., 1621 L Street NY 
Washington, D. C., announced the 
ing in July of the firm’s new division, Ty 
Interior Design Studio, as a natural oy. 
growth of the office supply company 
stepped-up activity in the office furnitys 
field. 

In announcing the availability under oy 
roof of decorating advice and related fy 
nishings such as carpets and accessorig 
Mr. Smart said a “healthy upsurge ¢ 
office construction all over the Washingig 
area is creating a tremendous demand fg 
fast and efficient office interior planning 

“Businessmen are usually in a hurry ap 
are concerned with quality, good taste, ip 
telligent arrangement, custom  builtiq 
fair prices and prompt delivery. We » 
give this service.” 

The air conditioned Design Studio taky 
up the entire second floor of Capitd 
building. It is under the direction of Mp 
Jane Scriven, formerly of New York wit 
Lord & Taylor and in her own contre 
decorating business. On her staff are Aly 
and Rose Mary Harper, also from Ne 
York, who have worked with designer Rgy. 
mond Loewy and with 
Carpet Co. 

A company plane, piloted by Mr. Smar 
will be available to carry out the promis 
of speedy service by flying clients direct) 
to plants or markets for on-the-scene plu 
ning. 

Capitol Office Supply was founded 
1946 by Mr. Smart, Charles R. Christie. 
sen and Charles J. Collins. Mr. Collins x 
tired in 1951. One of the firm’s recent fw. 
niture installations was for a group of ¢- 
fices of the Communications Workers 
America in the new Mercury Building 


Bigelow-Sanfa! 


Remington, RCA Join 
In School Promotion 

“Be a Hit At School” is the theme of: 
back-to-school promotion being sponsor 
jointly by Remington Rand Portable Typ 
writers and RCA Victor. 

Remington dealers offer free a recon 
album featuring six RCA numbers to thoe 
calling at the store for a Remington Por 
able demonstration. The record is a $12 
value that cannot be bought anywher 
Those who receive a gift are invited to uw 
a demonstration portable in the store | 
write a letter to their favorite RCA t 
cording star. Letters will be judged by 
RCA to determine winners. Entrants wh 
purchase a portable during the contest 
from Aug. 1 to Oct. 10, have a chant 
to become bonus winners. 

Both Remington and RCA dealers at 
promoting the contest. Those who do th 
best promotion job can also win prizes @ 
stereo photographs or portable typewrites 


Three-Quarter Billion 

Pens, Mechanical 

Pencils Sold in 1959 . 
Unit sales of all types of mechanic 

writing instruments by United States man 

facturing concerns scored a gain of 30 pe 

cent in 1959 as compared with 1958, whit 

the dollar value of instruments sold m 

by four percent, according to the Fou 

(Continued on page 56) 
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“You get bigger profits 
with the full OXFORD Line!”’ 


Customers know Oxford filing products . . . and they ask for them by name! From the 
filing miracle of Pendaflex® hanging, sliding folders to the kid-glove neatness of pressure- 
sensitive Dri-Labels, the entire Oxford line offers quality and completeness at competitive 
prices. Result? Greater customer acceptance, greater dealer profits. Are you a full line 


Oxford dealer? If not, you’re missing out on full profits! 


Be sure you're on our mailing list, for free 


copies of the “Filing Line.” 


fo rd Oxford Filing Supply Co., Inc. 


Main Office and Plant in GARDEN CITY, N. Y. 
FIRST NAME Factories in ST. LOUIS, LOS ANGELES and AUGUSTA, Ga. 
T malaise Warehouses in CHICAGO and DALLAS 
In Toronto, Luckett Distributors, Ltd. 


- -- for more details circle 154 on last page 
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i of this segment of industry sales dropped Dealers Report Results 
from about $35 million to $33 million. Of Pencil Promotion 

Similarly, sales of mechanical pencils re- Sixty-three percent of the stationey 
mained at 64 million units valued at $18.8 dealers who participated in the Peng 


million ; Week promotion last February reporte 
Desk and dip pen set sales jumped from 






















(Continued from page 54) 








; ; np ue: ; a an increase in sales, according to a study 
tain Pen and Mechanical Pencil Manu- about 24% million to 8 million units, with conducted by the Lead Pencil Manufae 
facturers’ Assn. Unit sales totaled 7753,- the dollar value showing little change, turers Aeuithtion: 


474,000 in 1959 as compared with 597,- largely attributable to a flood of low-priced The 





» study was based on reports from 





























609,000 in 1958. ball pen desk sets being offered. 907 dealers in all parts of the United 
Ball pens and ball pen desk sets ac- Frank L. King, executive vice president States. Seventy-five percent participatel 
counting for virtually all of the gains. of the Association, concludes that “while in Pencil Week while 25 percent did not, 
George E. Bartol III, president of the ball point sales continue their zooming Of the 75 percent who did participate, 
writing instrument makers’ group, reported course, there is a healthy and continuing nearly two-thirds kept cash register res 
that unit sales of ball pens were up from interest on the part of the buying public ords or made observations and estimates 
485,635,000 in 1958 to 657,216,000 in 1959. in quality fountain pens and in mechani- on pencil sales. This group reported ap 
Dollar volume for this category rose from cal pencils.” average dollar volume increase of 62 per 

about $65 million to $71 million. Estimated 1959 shipments and their dol- cent. 
Fountain pen sales remained level at lar value as compared with those of 1958 Seventy-eight percent of the participat. 
44 million units, while the dollar value are shown in the adjoining table. ing deslewn declared the Pencil Week  pro- 
motion “worthwhile.” Nine out of 10 
1959 stationers said they would participate when 
the promotion is held in 1961. Some ex- 
Estimated pressed regret for failure to participate 

Estimated Total $ Value this year. 

Number of al Factory Prices Among dealers who did not take part, 
Units Shipped (Exclusive of Tax) 28 percent thought Pencil Week worth- 
Fountain Pens 4$4.332,377 % 33,493,472 while but were unable to participate dur. 
Ball Point Pens 657,216 402 70,981,036 ing 1960 for a variety of reasons; 32 per- 
Mechanical Pencils 63,800,793 18,829,913 cent said they would participate in 1961, 
Desk & Dip Pen Sets 8,124,358 +,969,321 Forty-four percent of the participating 
Total 773,473,930 $128,273,742 dealers reported that they thought Peneil 


Week was the “number one promotion in 
1938 the stationery field.” Fifteen percent of the 
non-participants said the same. 









Fountain Pens 44,873,330 $ 35,003,706 Although there was no requirement for 
Ball Point Pens : 485,635.116 64,993,847 signatures or comment from those respond- 
Mechanical Pencils ........ 64,619,769 18,942,272 ing, many dealers did offer suggestions, 
Desk & Dip Pen Sets 2,480,784 4.123.030 praise and criticism. 

Total ner 597,608,999 $123,062,855 


(Continued on page 58) 










Get a bigger | 
share of the i 
¢ Christmas market 
with Victor 
Treasure Chest 


FIRE INSULATED CONTAINER 


Make no mistake, your commercial customers are looking for an unusual, 
lasting gift to give at Christmastime. And you can get a bigger share of 
this Christmas market if you promote the profitable Victor Treasure Chest 
as the practical gift with the personal touch. 


We're prepared to help you make a success of your promotion with special 
FREE Christmas promotion aids such as envelope stuffers and newspaper 
mats that will help you reach your market. Start now by ordering a variety 
of Treasure Chest units for Christmas plus your FREE promotion material. 


the perfect gift for business people! 


Remington. Fland 





Contact your Victor salesman or write immediately to: 


315 PARK AVENUE SOUTH, NEW YORK 10, W.¥. 
--- for more details circle 175 on last page 
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seement for 
ose respond- COMBINATION CHECKY PROTECTOR and BALL POINT PEN 


suggestions, 


PROTECTS YOUR Business or Personal Checks 


af 
Za \ ; 

2 \ cacy ade NOW it is possible for every business man, professional man, and every 
o a os wage earner to safeguard their payroll, business checks and monthly 

miscellaneous personal and home bills. ““The Registrar” —COMBINA- 

TION CHECK PROTECTOR AND BALL POINT PEN—features an 

exclusive new roller with Rolotrac action, which thoroughly and evenly 

perforates the check area where the sum amount is written. Your 

signature, the date and to whom the check is payable can also be made 

TAMPER-PROOF, unlike the costly standard check protectors and 

check writers. 


The Registrar COMBINATION CHECK PROTECTOR AND BALL 
POINT PEN will last for 5 years of normal check writing. The Ball 
Point writes silky smooth . . . with no skipping! The ink is smear proof, 
non-fading, transfer proof and instant drying. 


WRITE CHECK IN 
NORMAL MANNER... 


The Ball Point Pen and Check Protector has an ebony annodized 
aluminum body with a gold cap and clip. The Base Plate is made of 





INSERT THE light weight ivory colored plastic. 
BASE PLATE 
UNDER CHECK... e Attractively Gift Packaged  @ Full Color Display—occupies only 8” of 
counter space. 
e Write Today for profit data and full 
ZN information 
unusual, dp a 
share of Lugs 
wo. cr-100 $ “OSB 
re Chest f{k C INCL. GIFT BOX 
...DRAW ROLOTRAC ™ , LY 
1 special ACROSS YOUR CHECK WRITE TODAY for your illustrated and descriptive literature and the 
name of your local Distributor. 
wspaper 
) variety 


naterial. VISIT WITH US MANUFACTURED BY 


ple! AT THE apy HAMILTON-PA ¥% INC. 


CONRAD HILTON HOTEL 3745 N. KEDZIE AVE., CHICAGO 18, ILLINOIS 
ROOM 761 


--- for more details circle 135 on last page 
ABER, 1960 MODERN STATIONER, SEPTEMBER, 1960 



































































ns + 6 4 % © -e 


(Continued from page 56) 
Jack Hood, White Printing, Rock Hill, 


S.C.: “Our first time. We were very well 
pleased with results.” 

Schwabacher Frey, San Francisco: “It 
helped our sales greatly.” 

Mrs. Alma Peterson, Bellaire, O.: “I 


think promotions like this help store own- 
ers from getting in a rut. People told me 
they didn’t know we had so many differ- 
ent pencils until we displayed them.” 

Dan Meloy, Strong’s Office Supply, Albu- 
querque: “You did well. We need all the 
promotion we can get.” 

University of Puerto 
“Positively worthwhile.” 

Ernest Richter, H. Niedecken Co., Mil- 
waukee: “Pencil Week is a wonderful idea 
to create more sales in a field that was 
somewhat neglected in recent years.” 

T. V. Sproull, Nash & Spencer, Nor- 
wich, N.Y.: “A good promotion but cer- 
tainly not #1 in the field.” 

M. O’Hanian, L. E. Muran Co., Boston 
“Just another promotion.” 

Millington Lockwood, Buffalo: “We be 
lieve the pencil is still the #1 item in the 
stationery line.” 

Keith Casper, Mid-West Office Supply, 
Salt Lake City: 
it bigger.” 

M. T. Messelt, Great Falls, Mont.: “We 
all like it. It gives us a promotion where 
they are scarce.” 

James A. Hinds, Allen’s Allen Park, 
Mich.: “This was our first attempt at 
taking advantage of Pencil Week. We 


Rico Bookstore 


“Keep it up! Let’s make 






















10-INCH 12-INCH 
SIZE only $]495 _ size 
Model No. Model No. 
IGP 1003 RETAIL = iGP134 





PROMOTIONALLY PRICED! 


know now we won’t miss another one... 
We are already jotting down notes and 
ideas for next year.” 

Beacon Office Supply, Houston: “The 
display materials were terrific. Our win- 
dows were plastered with all the data sent 
to us.” 

Mickey Booden, Dykema Office Supply, 
Kalamazoo: 
pointment.” 

Jacobs Office Pauls Valley, 
Okla.: “More work with wholesalers’ sales- 
men. Not one of the three from whom 
we buy knew anything about Pencil Week.” 

Lang Fuller Printing, Bloomington, IIL: 
“This helps keep wood pencils alive. Dur- 
ing the week, all our salesmen talked pen- 
cils to customers — which they seldom do.” 

Ben Leon, Laub Brothers, Philadelphia: 
“There has been quite a change in pencil 
buying. Most 

. and buying inferior merchandise from 
direct factory seller.” 

Madison Ky.: 
“Window shoppers amazed at the 
different types of pencils available.” 

R-G Office Forms, Gary, Ind.: “While 
we were one of the winners last year, we 
did not submit an entry this year — but 
we did have a display and talked it up 
to our customers.” 

E. T. Stafford, Jr., Superior, Wis.: “Two 
purchasing agents from two of our larger 
accounts saw our Both 
of them placed orders with us after check- 
ing their stock.” 

Thomas J. O’Keefe, Newberry’s, Bergen 
Mall, NJ.: “The promotional materials 
provided for this effort were excellent.” 


“To me it was a big disap- 


Supply, 


big users are downgrading 


Stationery, Covington, 


were 


window display. 


REPLOGLE’S 


of most every family. 






$1995 


RETAIL 








WRITE FOR DETAILS, CATALOG, PRICES TODAY 








George Strong, Streebe’s, Green Bay, 
Wis.: “Our pencil sales were much larger 
in the three weeks preceding Pencil Week 
than during Pencil Week.” 


Manufacturers Announce 
Promotions, New Personnel 

Ellingsworth Mfg. Co., makers of Duo- 
Tang loose leaf covers, has announced the 
appointment of P. J. Barkley as sales man- 
ager, effective Sept. 1. He has been in 
the stationery industry for six years 

Bruce M. Jeffris, president of Parker 
Pen Co. since 1952, has moved to the po 
sition of board chairman and Daniel Park- 
er, grandson of the founder, has become 
the firm’s fourth president in 72 years, 
George Parker, another grandson of the 
founder, was named to succeed Danid 
Parker as executive vice president. The 
moves followed the recent retirement of 
Kenneth Parker as chairman. 

Ralph H. Truax has been appointed 
general manager of Quality Park 
Envelope Co. following the resignation of 
John Christianson as vice president and 
general sales manager. Mr. Christianson, 
well known for his appearance at industry 
meetings around the country, has accepted 
a position in the public relations depart 
ment of the Valley National Bank, Phoenix, 
Ariz. Mr. Truax has been with Quality 
Park since 1947. 

Joseph J. Sullivan, former manager of 
the Hearing Aid Div. of Zenith Radio 
Corp., has been named to the newly cre 
ated position of director of sales of the 
Remington Rand Portable Typewriter Div, 

(Continued on page 60) 
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Here are the globes your customers have 
waited for—two beautiful illuminated 
models in popular 10 and 12-inch sizes 
made of firm plastic . . . so strong they’re 
guaranteed against breakage . 
lightweight they revolve at a touch... 

so crystal-clear, illumination enhances 
the lovely map colors; makes all place 
names more brilliantly legible . 
standingly low-priced they’re within reach 


NATIONAL ADVERTISING 


An exciting full-page, full-color ad featuring DURA-GLOBES will appear 
in BETTER HOMES & GARDENS famous "Christmas Ideas” Annual, 

distributed and read from October thru the Holidays. . 
thousands of families when they are searching for gift ideas. 


LIBERAL ADVERTISING ALLOWANCE 


Tie in with this national advertising—let your customers know you are a 
headquarters for DURA-GLOBES. Order now. Take advantage of our 
generous, limited time introductory advertising allowance. We'll include a kit 
of powerful advertising and selling aids to help with your promotion. 


ILLUMINATED 











GUARANTEED 
AGAINST 
BREAKAGE 


- SO 


. . SO out- 


. reaching hundreds of 


REPLOGLIE GL&eBES INCORPORATED 


1901 N. Narragansett Avenue, Chicago 39, Illinois 


--- for more details circle 161 on last page 
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Green Bay, 
much larger 
Pencil Week 
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FREFI 100 DESIGN 


es STUDIO CARD DISPLAYER 


HOLDS! 12. CARDS oe 


THE FINEST STUDIO RACK 
GIBSON HAS EVER CREATED t 
EACH TIER TURNS FREE 


=| 
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FREE ... This handsome five-tier 
rotating displayer, styled in gleaming 
polished brass and rich turquoise blue. 
Serves five times the number of 
customers as ordinary racks. Makes 
corners and traffic locations pay hand- 
some returns. Gibson will ship one 
prepaid to your store (FREE) with 
your order for 70 designs (24’s) cost, 
$210. An order for 100 designs (/2’s), 
cost $150, brings you the self-serve 
displayer for just $25. Or you may 
order the displayer alone if you wish. 
The cost: $75. 

With your rack, you will receive 
designs from the largest, freshest, hap- 
piest, silliest, zaniest and sellingest se- 
lection in Gibson history, A balanced 
assortment chosen by our merchandis- 
ing group just for you. 

BEST OF ALL .. . You will have 
the brand new releases . . . the “hot” 
sellers to assure profits the minute your 
rack goes in. 

REMEMBER: YOU GET CARDS AND 
$75 self-selling displayer all for the cost | 
of the cards alone . . . the rack is yours 


FREE! | 
<4 | 


0 
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FREE... MAIL TODAY 


appear 


No. 46460... . $75 
Dimensions: 

30” wide — 69” high plus 
topper sign, 20 pockets 
to a tier, brass finish, 5 

ball bearing rotating tiers. 


Fred J. Wagner, V. P. 
Gibson Greeting Cards Dept. MS-9 
Cincinnati 37, Ohio 


g hundreds of 


Rush my profit-making studio rack to me 
on the plan checked. 








FREE 
ored Name include newest 
—_—_—_——— — - 70 designs 24 
f our “ah 
include a kit Store Name___ _ 9 s25 
i 1clude newest 
tion. Address iactede soweet 
150.00) 
City _____Zone__ State Os7s 
I just wish the 
™ C.0.D. [) Money Order displayer alone 
co 1 Ask your sales. 
[] Check Enclosed [] Open Account person to call 








Gibson Greeting Cards, Inc., Cincinnati 37, Ohio 


ge 
EMBER, 1960 
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(Continued from page 58) 
of Sperry Rand Corp. 

Roy P. Rosser, Jr., has been appointed 
commercial furniture division manager for 
Brunswick Corp. The division markets a 
line of desks, cabinets, chairs and tables 

John J. O'Leary, former regional sales 
manager for Hallmark Cards, has been ap- 
pointed vice president and director of sales 
for Osborne-Kemper-Thomas, Inc., 77-year- 
old Cincinnati calendar, gift and ad speci- 
alty firm. 

I. T. Miller, stationery division sales 
manager for Eureka Specialty Printing Co, 
has announced the appointment of R. B 
McGinnis as sales representative in Florida 
and that of Arthur Seaver to succeed his 
father, O. L. Seaver, in the New England 
territory 

Waterman-Bic Pen Corp. has expanded 
its sales force with the appointments of 
Charles Buchanan for the Baltimore-Mary- 
land area, Alger Smith in northeastern 
Pennsylvania, and Albert Snyder to sup 
port Waterman-Bic wholesalers in newly 
opened areas. 

Robert Hartman has assumed the new!) 
created position of field sales manager and 
director of trade relations for Paper Mate 
Co. Peter Cloud, head of sales promotior 
and James Duke, manager of the Wasi 
ington, D. C., 
assignments. 

W. S. Owen Co. of Syracuse, N.Y., has 
been appointed sales representative for 
The Hamilton-Skotch Corp 

Wallace E. Dunn, who recently joined 
Hamilton-Pax, Inc., Chicago, has been 


sales district, have changed 


PLYMOUTH 


CANTON, 


elected vice president and placed in charge 
of a new consumer products division 
launched as part of a major expansion and 
diversification program 

Laurence W. Hinsman has been named 
manager of customer service for the com- 
merc ial diy ision of Rubbermaid, Inc 

W. Wayne Thomason is in charge of a 
new sales office opened in Denver by 
Columbia Ribbon and Carbon Manufac- 
David Williams heads a new 
Columbia sales office in Syracuse, N.Y. 


turing Co 


Ellis Forrestal Peattie, formerly with 
Dictaphone and Underwood, has _ been 
named general sales manager of the busi- 
ness equipment division of DeJur-Amsco 
Corp. 

The Milwaukee Chair Co. is now repre- 
sented by Jess L. Musgrave Co., P.O. Box 
10594, Dallas, in the states of Arkansas, 
Louisiana, Oklahoma, Tennessee and Texas. 
303 So. 66th St., 
Texas, has been appointed 


Carpenter Paper Co., 
Houston 11, 
exclusive wholesale distributor for the 
Schwab Safe Co. line of safes, insulated fil- 
ing cabinets, ledger files, burglar chests, 
wall safes and home chests. 

Promotions and elections at Esterbrook 
Pen Co. have resulted in the naming of 
Robert N. Wood, vice president, corporate 
relations; Oliver F. Richardson, formerly 
with 3M, vice president, marketing; George 
B. Detwiler, vice president and treasurer; 
and Philip F. 


subsidiaries. 


Arthur Romm, Inc., 175 Fifth Ave., New 


York, has been appointed national sales 


Scott, Jr., vice president, 


representatives to the stationery trade for 
Simonsville Mfg. Co., maker of a complete 


line of paper fasteners. Lanart Associates, 
Inc., a subsidiary of Arthur Romm Co, 
is national sales representative to the sta- 
tionery and art supply field for Dri Mark 
Products, Inc. 

Milton G. Lanphear has joined the 
World Publishing Co. as sales representa. 
live and sales promotion director, calling 
on stationery stores in major cities on the 
Eastern seaboard. 


New Plants, Showrooms 
Announced by Suppliers 

Western Addo Machine Corp. of Los 
Angeles, West Coast distributor of Addo-X, 7 
Adler and Roneo machines has announced 
plans to build a new headquarters build- 
ing on property just off the Hollywood 
Freeway. Occupancy is expected by Jan, 
1, 1961. 

Gibson Greeting Cards has opened their 
newly redecorated suite of offices at 50 
Rockefeller Plaza, in the heart of Radie® 
City, New York. A sweep of Gibson's 
Panoramic card fixtures highlights a two 
level lounge area. 

The Port Huron Sulphite & Paper Co, 
has established an Eastern warehouse to 
provide faster service to customers served 
by the Eastern sales office at Ridgewood, 
NJ. 

A million dollar, 15-month. program of 
further modernization of the main produc-¥ 
tion plant of Royal McBee Corp. at Hart- 
ford, Conn., has been announced. 

A new 25,000-square-foot research and 

(Continued on page 79) 


Sold only through 
recognized wholesalers 


RUBBER COMPANY, INC. 


Since 1896 


MASSACHUSETTS 
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PLAYS AT NSOEA 


| IN CHICAGO 
19.....SECRETARY-APPROVED OFFICE AIDS 


A complete line of filing systems . . . supplies; and office accessories 
spells consumer satisfaction and profitable repeat business. See these 
and many other profitable sales builders from the Globe-Wernicke line. 


FIBERLITE* VERTI-SWING* 
Wastebasket Hanging Folders 


. the blue ribbon winner at . . . exclusive features make 
the recent Society of Plastic In- sales easier. Adaptable to every 
dustries Conference. Filing System. 


EVERY DAY* STREAMLINER* 
File Desk Tray 


an organizer for every . . . largest selling work flow 
office. dispatcher. 


*Reg. T.M. 


* BOOTH C-22...new HICELEILOWN = desks and chairs 





ECHELON .. . the new concept in office interiors . 

for private and general offices. The warmth of wood, 

the strength of steel, the smartness of aluminum, and 

the efficiency of plastics combine for a new standard Ct 8 oe 


in office elegance. WV, 


Remember . THE GLOBE-WERNICKE CO. 
success depends on the strength of your line. Norwood, Cincinnati 12, Ohio 
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Richard Lewisohn, Jr., president of Venus Pen and Pencil Corp, 
is sworn into office as New York State Youth Commissioner by Care 
line K. Simon, secretary of state. He was appointed by Gov. Nelson 
Rockefeller, in recognition of his long-time interest in youth prow 
grams. 


Rolodex file by Zephyr American Corp. co-stars with Jack Lemmon 
and a number of other stationery and office equipment items in a 
comedy film, “‘The Apartment.” 


VIEWS of the NEWS——— 





Bill Gagnon, right, turns gavel over to John ¢ 

Burns, new president of Oregon Trail = 

Travelers. - - 

Pid * & ag 

Nalph Soulby, White & Wyckoff general sales manager, presents “Etiquette Forum” win- 
ner Mrs. Mary E. McConnel of Westover AFB Officers’ Wives Club with a $100 bill for the 
best packaging idea submitted in suggestion portion of the forum. Other winners include 
Mrs. Deen Comer, center, who received a year's supply of Masslinn napkins and towels, and 
Mrs. Ellen M, Elliot, winner of a year's supply of stationery. At right is Mrs. Virginia Pery, 
president of the club. The prizes were for suggestions in packaging and new products. 
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MEMORY BOOKS 
AND PHOTO ALBUMS 


Be gies Up to 100% profit for you with 
| best selling Gibson Memory 
Books and Photo Albums... 
available in a variety of styles, 
colors, prices. Each is hand- 
somely gift-boxed, too. 
W 108/32 


: . P 328/37 P 328/31 
Send for product bulletin or catalog today! Write Dept. ms.119 


D Baby Record Books *Subtitles printed on removable bands [] Anniversary Books 
Baby Gift & Shower Cards (0 Musical Books 


Hospital Books [] Travel Books 

Photograph Albums o Cl] Diaries 

Scrapbooks SO AND COMPANY [] Shower Books 

Guest Books (0 Testimonial Books 
, : Pp ’ 

Wedding Books ublishers.since 1872 


Brides’ Books a al NORWALK, CONNECTICUT 


Brides’ Bibles N.Y. Showroom: 225 Fifth Avenue 
Gift List Books 


Forum” win- 
) bill for the 
iners include 
i towels, and 
irginia Perry, eee 
oducts. --~-for more details circle 130 on last page 
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] Teenage Books 
] School Memory Books' 


ooooo0oo0000 


f 
[ 
() Graduation Books 
The most complete line of Memory Books in the world. [) Family Record Books 
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Adjustable Bookends 26 


A new bookend weighing only one 
ounce, yet strong enough to hold a 
row of Manhattan telephone books 
smartly in place, is called Shelvie 
The adjustable bookend is made of 
two anodized, 





aluminum 
bronze or 
addition to 


drawn 
tubes in either natural 
finish. In books, _ it 
holds folders upright 
on open shelves, and, placed hori- 


records and 


zontally, is a filing aid inside draw- 
cabinets. A_ built-in coil 
spring permits an easily adjustable 
length between shelf or cabinet surfaces of from 91% to 14 inches 
Spring tension keeps Shelvie firmly in place, yet it can be moved 
and adjusted at will to meet changing storage and space require- 
ments. It is made and marketed by Structural Products, Inc., 
of Charlotte, Mich. 


ers and 


Presidential Pencils 

Pencil-Crafts Sales Co., a di- 
vision of the Venus Pen & Pen- 
cil Corp., presents its new pack- 
age of Presidential Pencils which 
includes 34 round, top quality 
bonded Venus made pencils in 
eye-catching colors. Each pencil 
is ink printed in two colors with 
pictures of one United States 
President plus his name, term of office, birth and death places 
and dates. The set is attractively packaged in a red, white and 
blue printed gift box and alse includes a 28 page data book on 
our Presidents. For Christmas sales, the set will include a Presi- 
dential Pencil for the newly elected chief executive. 
is $12.84 per dozen boxes. 


Dealer price 














Wood Table 


The Williams Office Furniture Co. 


table to 
smartly 


has introduced a new 
G 200 line. The 


\ large assortment of sizes is avail- 


able. 


Photo Folder Cards 


53 


Travel Record Book 
i. a 


Conn 


Norwalk, 
helps vacationers off to 
start with its colorful 
new travel book, “Travel Is So 
Broaden-ing.”. Many whimsical 
cartoons illustrate the cover and 


Gibson Co., 


a_ bright 


record sections in which to note 


places visited, purchases, high- 
lights of the trip, traveling com- 
panions. A windowed mailing en- 
velope is included. By itself a 
perfect going away present, the 
book can also accompany an 
elaboraie bon voyage gift as a 


card, Packed 12 to each eye- 


catching display box, including poster, the book retails for $1. 


styled 
table has a leg assembly which is 
secured to an upper platform. The 
platform is then bolted to the un- 
derside of the desired Nevamar top. 









































new 


horizontal, 


2 
YUH _ CONTEMPORARY STYLING 


WITH EASY CHAIR COMFORT 





»~ Model 1421 


’ 


) 


Model 1423 





WRITE FOR COMPLETE DETAILS 


POSTURE CHAIR CO., INC. 
625 Adams Street, Dept. MS-9, Kansas City 5, Kans. X 
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line of 
Christmas Cards is offered by 
Photocraft of Roanoke, Va. The 
cards carry a holiday message 
and are available for popular six 
square or 
prints as well as 5” 
i> vy 


mr enlargements. 
ety of merchandising aids is offered to stim 


ulate impulse buying, 





Gracefully trim beauty to match today’s 
interiors. The K-Line Chairs represent 
total concept planning—comfortably func- 
tional, yet a masterpiece of contemporary 
design. Offered in five chair models and 
in a galaxy of luxurious fabrics and 
colors—all moderately priced. 
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NEW PRODUCTS . 


Pocket Rule 
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Something new in the field of 
pocket rules is the Fairgate Pocket 
Clip Rule: a 6-inch rule with a 


stainless steel clip by which it can 
be attached to coat or shirt pocket 
where it will always be within easy 
reach. The rule is made with pre- 
cision high quality, satin finish, non- 
rust tempered aluminum. It is light 
but durable has sharp, black 
markings which are easy to read and accurate to 1/2000 of an 
inch between graduations. The rules are packaged 24 in a free, 
compact display. They sell at 39 cents each, or $9.36 for the 24 
which are offered to the trade at $5.60 (including display unit) 
by the Fairgate Rule Co., Cold Spring, N.Y. 


and 


New Clip Package 

The Oakville Co., a division of 
announces a 
sealed 100-count of #1 Oak- 
ville Gem Clips. The new box in- 
a perforated tear strip, 


Scovill, new factory 


box 


corpora les 
permitting the user to open the box 
completely for use as a desk drawer 
dispenser, and enabling him to re- 
close the box by tucking the flap 
back into position. The new package 
itself 
demonstration. 


sales 
The sealed box also 
accidental 


lends to a convincing 





thus 
guaranteeing full count; and as it is more rigid, the box stacks 
better on 


eliminates spilling, 


storage shelves. Ideniification on end panels speeds 


issuing and inventory taking. 


Personal Files 


33 





Production of two new Per- 
sonal File models has been an- 
nounced by Amberg File & In- 
dex Co. Amfile Model No. 850 
selling at $38.90 ($4.65 West 
Coast), is designed for compart- 
mental filing, offering standard 
letter size compartment plus 
three smaller spaces for filing 


cancelled checks, insurance policies, #10 envelopes, etc. Included 
is a set of eight file folders, all ruled inside for record keeping; 
a set of nine guides for the small compartments, plus 84 extra 
gummed titles. Amfile Modei #650, retailing at $2.90 (83.45 
West Coast), offers a set of eight vertical file folders, ruled in- 
side for record keeping, and includes a set of 84 extra gummed 
title labels. Both models are made of binder’s board, finished 
in cherry red, sea green, or navy blue. All files feature clear 
plastic handles with metal hinges, and an extra-heavy snap latch. 


Drafting Tables 


Four-post hardwood drafting tables 
with steel drawers that never stick, 
warp or swell, and hardwood pedes- 
tal drawing tables with a positive 
lock tili to prevent board slippage 
comprise the new ‘“Woodmaster” 
line introduced by Stacor Equip- 
ment Co., Newark, N.J. A total of 
ll models is offered. The five 4- 
post models feature a 3-receptacle electrical outlet (with cord) 
mounted in the frame for lamp, eraser, pencil sharpener; inter- 
locking steel hinge for easy removal of table top; lock and 2 keys 
for drawers; and optional auxiliary cabinet with supply and file 
drawers. The six pedestal models feature spring-loaded control 
for easy board setting at any angle and easy changing; simple 
height adjustment; steel bracing clamps and angle braces for 
rigidity and balanced adjustment. Board sizes range from 31” 
by 42” to 4314” by 84”. 
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get in the 


PROFIT 


PICTURE 
with... 


SEA FOAM BOND 
CARBONSETS 


Here are three big reasons why you can 
expect quick turnover and bigger profits 
from your CARBONSET business. 






TOP QUALITY... 


Every CARBONSET contains water- 
marked SEAFOAM BOND, quality 
leader in lightweight paper. 


COMPETITIVE PRICE... 


CARBONSETS cost no more than other 
carbon sets made with unwater- 
marked paper. 


my SELF-TEACHING ... 


| Complete instructions are imprinted 
on every set. The typist sees how, 
while she inserts the paper. 


See for yourself. Send for a free trial supply of 
CARBONSETS today. Dept. MS-960 


HIGHWAY HANOVER, NEW JERSEY 








STATE 
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One of All-Rite’s 
pens for every 
purpose ... 


COSMOPOLITAN 


642” long, pocket/desk model: 
with cap and adjustable clip. 
Eight ink colors: Blue, red, green, black, 
turquoise, gold, brown, lavender. 

#1460: Utility Pen — Medium line -39¢ ea. 
#F1460: Auditors Pen - Extra fine line - 49¢ ea. 
#F1467; Steno Pen - Extra fine line -49¢ ea. 
Compact 1 Dozen Boxes 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 
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NEW PRODUCTS . 


Paper Cutter 

Van Dyke Industries is introdue. 
ing to the trade a newly designed, 
low cost, light weight paper cutter 
This machine, with powerful level 
action is offered in handsome enamel 
and chrome finish. Knife is of high 
grade steel and parts are precision 
made. Model 14 STD has a cutting 
width of 14 inches. Shipping weight 
is 100 pounds. Distributorship information is available from 
Van Dyke Industries, 3625 Cahuenga Blvd., Los Angeles 28, Calif 





Fountain Pen 


Waterman, 
fountain pen in 1884, has created 


originator of the 


a new line of precision fountain 
pens for the gift market. The 
new Waterman “Masterpiece” 
series is available in ladies and 
mens models, in prices from 
$13.75 to $30. All of these lever- 
action pens have 14K gold points 
and are gft packaged. Robert P. Adler, vice president and gea- 
eral manager of Walerman-Bic Pen Corp., says the new “Master. 





piece” ser'es is “the supreme achievement of Waterman’s 75 years 


of experience and craftsmanship.” 


Garment Racks 37 
New. modern — styling — high 


hghts the Borroughs 1961 line 
of “Executive” garment racks 
There are four newly designed 
floor models — E6, E9, E12, Elj 
—as well as four wall models 
and three double-face models— 
each accommodating the number 
of garment hangers indicated by 
its model number, before revers- 





ing the hanger bar. All models 
have an improved, vinyl-covered 
hanger bar which can be reversed 





to increase hanger capacities % 


percent. The new vinyl covert- 
ing resists scratches and corrosion. There is a choice of five mod- 
ern colors, in electrostatically baked-on ename!, to harmonize with 


the decor of any office. 


Stencil Innovation 38 


Frankel Manufacturing Co. of 
Denver has introduced a completely 
new and improved process for typ- 
ing stencils which involves actually 
using the ribbon —typing through 
it, instead of putting it in the “off” 
when cutting the stencil. 
And it involves using a stencil that’s 
white, that’s supersensitive, and that : 
has no film top. This new reproductive pair, the Super-Kemlon 
ribbon and the super-sensitive Klean-Write stencil, are said to 
represent “the first major break-through in stencils since Frankel 
introduced the film top three decades ago.” The ribbon, which can 
be used for all other typing purposes as well, is described as not 
only the strongest but also the sheerest and clearest and sharpest- 
writing ribbon ever made. Typing through it eliminates the need 
for a top film on the stencil and also does away with chop-ouls 
and type-filling. Since the stencil is white and film-free, the 
typing is as clearly visible as on any bond paper, making 


position 


easier and faster than ever before possible to proof-read and to 
make corrections. The Super Kemlon ribbon is available in 36 
vard lengths for IBM typewriters, and in 24-yard lengths for 
The Klean-Write stencil produces as many 
as 15,000 copies, yet costs less per quire than film-top stencils. 


regular typewriters. 
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Tape Dispenser Deal 39 
4 heavy-duty long-roll tape 
lispens* has been offered at 





half price with the purchase of 
12 rolls of 44” by 2,592” “Scotch” 
brand cellophane tape by Min- 
nesota Mining and Manufactur- 
ing Co. St. Paul, Minnesota. 
The portable dispenser with 
heavy non-slip base finds wide 


use in department stores, specialty shops, supermarkets, drug stores, 
and business offices as well as industriai use in production areas 
Called “HD Deal,” the offer is available through November 


Card Table Accessory 40 
: ; A new bridge or end table ac- 
cessory, the King O’Clubs card 
or cigaret box, is hand-crafted 
natural black walnut, _ richly 
finished inside and out, with felt 
lining and felt base. The decora- 
tive cover is heavy “cut out” 
metal, with a lustrous finish 
The King of Clubs motif i 
hand-painted in white, black and red, and set with simulated ruby 
and crystal. Just right for two decks of cards or a full pack of 
king-size cigarets, it retails at $4.50, or $6.50 with two packs of 
plastic-coated U. S. Playing Cards. Dealer inquiries are invited 
by Orel Products, 134 Thurbers Ave., Providence 5, R. I. 





77 


Engraved Christmas Cards 41 


Suitable for business and pro- 
fessional use, as well as for Mr. 
and Mrs., are numbers from the 
“Engraved Elegance” 
ized greetings album for Christ- 
mas by Rust Craft Publisher’s 
New England Art Division. All 
40 designs in the album are die 
stamped from hand engraved dies. 
Design lettering has been coupled with formal Christmas motifs 
throughout the line. Stress has been placed on religious and old 
coaching scenes. Many of the numbers in the album are hand 


personal- 





bordered and several come with specially lined envelopes. 


Personal Calendar 42 
A low cost, personal desk calen- 
dar for resale as an advertising 
specially is offered by Relief Print- 
ing Corp. Called the Poor Richard 
Sava-Kard Calendar, it is die-cut 
calendar 


Ey for snapping in 12-month 
pads in the lower portion and busi- 
ness cards or snapshots in the upper 
SS slots. It is said to be the only calen- 
> dar of its type available in quanti- 


ties of 25. Retail price is $4.95 for a box of 25, with mailing 
envelopes and acetate adapters to protect the business cards which 
are inserted by the purchaser. 


Pen-Pencil Set 


Autopoint Co., a division of Cory 
Corp., has introduced a new Mili- 
lary Clip Jetliner pen and pencil 
set. The Jetliner set is the first new- 
ly styled set introduced by Auto- 
point in recent years. Packaged in 
the Starlite Presentation Case, the 
compleie set sells for $2.95. Pens 
and pencils are available separately on easels, the Jetliner pen 
retailing for $1.00, and the Jetliner pencil at $1.95. 
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Service costs 
eating up 
your profits? 


Sell precision-built, trouble-free 


VICTOR CHAMPION — 


ADDING MACHI 






10-key and 
full keyboard 


A 42-year reputation for keeping out of repair 
shops. Victor’s sound design and precision engi- 
neering assufes years of dependable performance. 
Bonus features: complete line of 18 models—10-key 
and full keyboard. Electric and hand operated. 
Direct subtraction. 9-column totaling. Adders as 
low as $99.00. 


Sell Victor—Sell with confidence! 


9 Vout 


ADDING MACHINE CO. 
Chicago 18, Ill. 


—----------------4 


Victor Adding Machine Co., Dept. MS-960 
3900 N. Rockwell St. 
Chicago 18, Illinois 


Tell me more about how Victor Champions can build my adding 
machine profits. 





Address 


ee Zone_____ State 


4 
| 
| 
| 
| 
| Dealer Name 
| 
| 
| 
| 


Resale Number 


sctasieitentinadsierbiaindimimmndiiiimtenidinienbianapapendiemenmneneniaiaaaal 
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High styled 
for high sales 








... the 
“sharpest” 
sharpener 

on the market! 


STERLING 500 


Mechanical PENCIL SHARPENER 


Modern lines, choice of harmonious color combina- 
tions, superb performance give Sterling 500 the 
sharpest sales story any sharpener ever had! Du Pont 
Delrin cutter body; hardened steel cutters; extra large 
plastic housing; precision selector. Guaranteed in 





writing. Modern Packaging, Suggested retail $3.85 
— an attractive buy for home or office! 
‘a = Request complete stationery & school supply catalog. 














Ste RLING PLASTICS CoO. 
40 Commerce Avenue « Union, New Jersey 
Fine Quality Guaranteed Since 1930 
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/'NEW PRODUCTS ........ 


| Typewriter Display Units 4 








The Remington Rand Portab, 
Typewriter Division of Sper 
Rand Corp. is making available 
to its throughout th 
country two newly designed te 


dealers 


volving display units which gp 


both eye-catching and functional 


One, a floor display 5'5 fee 
high which takes 35 inches by 





17 inches in 


floor hold: 


The two center typewriters can be used for dep. 


space, 


four portables. 


onstration purposes. The top portable stands on a revolving plat 
form which has an on-off switch, allowing the dealer to use it 
an action display as well as a demonstrative unit. The other, ; 
unit, and 27 inches 


counter or window is 16 inches in diameter 


high and also features an on-off switch. 
Stacking Chairs 45 


The latest invention in auditorium 
seating is represented by the newest 


stacking and ganging chairs de- 
signed and manufactured by the 
Stylex Seating Co. Called “Stak ‘N’ 


Gang” chairs, they can be connected 


in rows of any length, and arranged 


quickly and easily. The exclusive i 
Stylex positive-acting ganging de- 
vice folds under the chair and out 


Thus a neat 
individual side chair is also provided. 
For quick, out-of-the-way storage, 
fitting stack. Chairs are 20” 
and seat height is 18”. 


of sight when not used. |! | 
the chairs nest in an easy 


wide, including the ganging device 











We Look Forward 
to saying “Hello” 
you again at the 
Convention in Chicago 


to 


Drop in at the same 


old stand, won’t you? 


The Weis Manufacturing Co., 
Office Filing Equipment 


Monroe, Mich. 
Filing Supplies 
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another FIRST 
with FASTER 


SERVICE for 
YOU, the 
dealer... 


on custom snap forms! 


SHEETS, STICKERS and AIR POSTAGE 
GUARANTEED ENVELOPES). 


OGERSNA 


If you have been confused by complex 
ORDER FORMS, PRICE SHEETS, 
QUOTATION RESPONSIBILITIES — 
plus the LONG WAIT for a. 
send for our NEW EXCLUSIVE “‘RUSH- 
UP 24 HOUR QUOTE SERVICE” kit for BUSINESS FORMS 
dealers! (contains NEW INFORMATION P. ©. BOX 10425 
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DALLAS 7, TEXAS 














MONEY 
CHANGERS 

















Sells Faster Because 
It Works Faster! 


Fastest operating changer. Ad- 
justable barrels eject up to $ 
coins. Minimum weight and 
maximum rigidity. -Exclusive 
solid-base design. Safety lock- 
ing device. Ideal for: small 
store owners, salesmen, route- 
men, ice cream vendors, laun- 
drymen, newspaper vendors, 
gasoline stations, restaurants, 
bakeries, transportation, etc. 4 Tube Model >< )—$5.75 List 
Also available—3 and 5 Tube Model 











J. L. GALEF & SON, INC. 


Write Dept. MS-9 for Wholesale 85 Chambers Street 
Prices and Descriptive Folder New York 7, New York 
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Christmas Card Albums 46 


a a 


Five attractive albums comprise 
the 1960 Masterpiece line of name- 
imprint Christmas Cards — including 

g greetings for personal use and a 
selection of cards especially 
designed for use by 


large 
business firms 
cards 
range in price from 25 for $2.95 (in 
4 the Popular Priced Album) up to 
100 for $48.75 (in the Prestige Album), with a wide selection in 
all intermediate price categories, all with customer’s name imprint. 
The Faith Album features Chrisimas greetings with religious or 
spiritual themes. Two other albums show the 


and professional people. The 








Vogue and Pano- 
rama lines. 


Transfer File Bases 47 


New 3” high 
letter and legal size 


recessed bases for 
transfer files 
have been announced by Convoy, 
Inc. The additional height not only 
increases accessibility of contents 
but saves the user much back-bend- 
ing, stooping and crouching. The 
recess feature of the new bases, made 
if “Chem-Board,” 


improves appearance, 


loe-room, 
facilitates floor 
cleaning and protects against mois- 
ture, mold or floor dampness. In semi-active applications where 
are present, Convoy bases make the bottom drawers 
as operable as standard filing cabinets. 


allows 





uneven floors 
Retail prices of the new 


bases are $2 for the letter size and $2.20 for the legal size, f.o.b. 
factory at Canton, Ohio. 
New Ball Pen 48 


Autopoint has introduced its 
new “All-Ball” pen, 
tungsten-carbide ball guaranteed 
to write over all greasy, 
and glazed surfaces. Autopoint 
guarantees that this pen will not 
hop, skip or jump, the 
being in the surface 
cured by the porous tungsten-carbide ball. 
in red, blue, 


featuring a 


glossy 


secret 





traction se- 
The pen is available 
green and black inks in medium point, as well as real 
thin steno point, and with reproducing inks. All inks and points 
retail for 49 cents. 


Shelf Label Holder 49 


A new easy-to-install snap-on label 
holder for identification of 
stored parts is announced by Penco 
Division, Alan Wood Steel Co. 


ready 


as a 
standard shelving accessory. The 
new label holder measures 5” long 


by %” high. It snaps in place in- 
stantly, anywhere on the shelf edge. 
Once installed, the new label holder 
stays firmly in place, yet can be readily removed with only slight 


finger pressure. It is available in matching green or gray enamel. 


Gift Accessories 50 
we. 







A new group of practical gift 
accessories from Rolfs includes a 
“Top Drawer” dresser top or- 
ganizer in solid walnut to retail 
at $6.95; a Shoe Shine Kit in 
leather case at $3.95; a Glove 
Compartment Organizer to sell 
for $3.95; and a “Car Caddy” 
visor for $3.95. 
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just ONE WEEK a month 


HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 









im “May | see how you & 
sort for filing?” 


LX 





Ask Your Salesmen = 
to try this gos 
ue 


SORTERS FOR- 
If for just one week a month your outside 


Checks 
salesmen asked that question on every Sales Tickets 
call they made, 2 lot of age would — 
invite them right into their file depart- ; ; 
ments. Once inside they'd see some good, orice sd 
some bad, some indifferent sorting opera- Mail 


pick up some leads which : > 

: Purchase Orders 
: and any other size 
> or type of media 
: 7 


tions... and 
could develop ‘las profitable Kohlhaas 
Sorter sales for you. 


You know that a Kohlhaas sorter is just 
a means to an end... to prepare material 
for filing by oles it into alphabetical or 
numerical order . . . but often your cus- 
tomer doesn’t. You can do him a favor by 
showing him how a Kohlhaas sorter can 
speed up his preparation for filing, which 
is really the biggest part of the filing job. 
He can select the sorters best suited to 
his purposes from the 11 numerical and 
50 alphabetical kinds which are illus- 
trated and described in our FREE cata- 
log, copies of which are yours for the 
asking. 


Special sizes 
made to order 


You can clinch sales by carrying a repre- 
sentative line of Kohlhaas sorters in your 
stock but we can also make fast delivery 
of all of our many items. 


SUGGESTION: Ask your salesmen to 
carry a sample on some of their calls. 
Nothing sells like a demonstration. 


E Kohlhaas COMPANY 


Founded 1914 
8012 S. CHICAGO AVE. CHICAGO 17, ILL. 
All Phones BAyport 1-4433 


(Please attach to your letterhead and mail) 








THE KOHLHAAS COMPANY | 
8012 S. Chicago Ave., Chicago 17—Dept. MS-9 
YES, please send us________copies of your FREE 8 page | 
illustrated catalog of alphabetical and numerical sorters. | 
Name | 
Address | 

= | 
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Sell More 
Christmas Cards 


with QUICK SERVICE 
IMPRINTING 


You can RENT a 
KINGSLEY for 21¢ a day 





With a Kingsley Machine you can imprint cards 


and gift items right in your own store! 


This “On-the-Spot” service promotes extra sales 
...and brings in new customers who can’t get 


quick service imprinting elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions; and complete in- 


formation on our Rental Plan (only 21¢ a day). 


p= Tole Mer laltl-talet- Ce alelib a delete mc l= meet liilelaall-\ 
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NEW PRODUCTS . 


Bridge Bidding Aids 51 


A new, compact “Bridge-Bid 
ding” Adviser conceived and de 
veloped by Charles Goren to help 
bridge players become better ae. 
quainted with his system of bid- 
ding is in handy plastic kit form, 
Player holds the Adviser in an 





open position with cards cop. 
veniently placed in pocket of 
kit. Bidding pointers are clearly visible on lower panel. Mer. 
chandised in a three-dozen wire rack counter display, the item re. 
tails for $1.98. For further information contact the manufacturer, 
Dorolon, Inc., 560 Mineral Spring Ave., Pawtucket, R. I. 


Magnifier 52 


Bausch & Lomb has introduced a 
new Illuminated Magnifier with full 
corrected 3x magnification and a 
wide field of view, making it an 
excellent inspection aid wherever a 
quick, accurate examination of smell 
objects is needed. The magnifier 
rests securely on any flat surface, 





allowing complete freedom of both 
hands. Special design of the new model produces even illumina- 
tion covering the entire area under examination. The 3x magni- 
fier has an attractive gray finish and features lightweight, yet 
durable construction. Compact dimensions (5” x 3” x 344”) allow 
the new model to utilize a minimum of workbench or table space 
Bausch & Lomb offers a choice of battery operated or 115-volt 
model, both with list price of $14.75. Price does not include 
batteries. 


Announcement Board 53 


A new type of announcement 
board called the Movitex A-1 An- 
nouncement Board, consisting of 
sturdy perforated panels with alumi- 
num frame and three dimensional 
plastic characters which are speci- 
ally designed to “fit into” the panel 
perforations, has been announced by 
Pryor Marking Products, Chicago. 
The new satin black finish panels 
are available in a wide variety of 
sizes, from 18” by 12” to mural size, 36” by 54”. 





They may be 
hung either vertically or horizontally, or used with 


easels. 


“stand-up” 
The plastic characters will not chip, fade, or crack and 
they are virtually uneffected by constant usmge and _ handling 
They are available in either white or red and in various popular 
S1Zes. 


Wall Clock Kit 54 


A do-it-yourself kit with which 
a person can install a distinctive 
built-in clock in home or office 
is available from the Spartus 
Corp., 2110 W. Walnut St., Chi- 
cago. The kit contains a self- 
starting synchronous movement 
complete with plug and _ cord 
set, a wood face panel, hour in- 
dicators, hands and centerpiece. 
A decorative moulding is_ in- 
cluded to convert this novel kit 
into a wall clock. This is done 
by simply trimming the edges after mounting the clock flush on 
the wall. As a built-in clock, the motor mechanism recesses into 
This wall or cabinet becomes the “face” of 
the clock, and the diameter can be varied from 8 to 16 inches. 
Brass finish numbers and hour indicators are easily set by merely 
tapping into position. It retails for $9.50 and $11.50. 


a wall or cabinet. 
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“BRIDGEPOINT” DIARY 





18. AN INVITATION! 





—_ 
Mollie and Maurice Freedman 
cordially invite you 


to visit the new 





BRIDGEPOINT PLAYING CARD CO. 
SHOW ROOM 
at 225 Fifth Avenue - Room 606 











19. RETURN ENGAGEMENT— 
DON MCNEILL “BREAKFAST CLUB”! 


— Oct. 13, 1958 — Mollie and Maurice Freed- 
man were interviewed by Don McNeill as 
guests of the “BREAKFAST CLUB”. 


— On June 10, 1960 — Mollie and Maurice 
Freedman were interviewed by Peter Don- 
ald subbing for Don McNeill. 


— Program carried on ABC by over 420 sta- 
tions around the world. 


— Now in its 27th year, tune in on a wonder- 
ful group — Don McNeill, Cliff Peterson, 
Sam, Ed McKeon, Dick Noel, Ilene Woods 
(voice of Cinderella) and Eddie Ballentine 
and his band. 








BRIDGEPOINT PLAYING CARD CO. 


1089 St. Nicholas Ave 


New York 32, N.Y. 


SW 5-0790 
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DAY = |, 
FREE TRIAL. | 


ee 


THE 

WORLD'S 

FINEST a 
AUTOMATIC ELECTRIC 
PENCIL SHARPENER! 


Here’s a sharpened tip for you that will 
make a very telling point: the ELECTRO 
POINTER is the biggest office efficiency 
innovation since automatic computing ma- 
chines. Try it for 30 days...and if you 
don’t agree, send it back...no charge... 
no obligation. 











STILE-CRAFT Manufacturer’s, Ine. 
1825 Macklind St. Louis 10, Mo. 


Prove your point! Send me an ELECTRO POINTER for a 
30 Day Free Trial. Then bill me $32.95 plus taxes and 
shipping, if | decide to keep it. 


YOUR NAME___ — . a 
FIRM NAME__ a — 
ADDRESS__ entailing 


a STATE__ 










| STILE-CRAFT 


| MAMUFACTURERS, ING. 
DD ¢ ST. LOUIS 10, MO. 
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Desk Top Bookcase 55 

: A new desk top bookcase has 
Lit-Ning 
Products Co. There are six mod- 
els which all have the same 
depth but vary in both height 
and width. Grey, tan, mist 
green and green are the standard 
colors. 


been introduced by 





Note Display 56 

CharmCraft Publishers, 33 
Thirty-Fifth St., Brooklyn, N.Y., 
has developed a wire spindle dis- 
play for its new line of An- 
nouncements, Thank You and 
Invitation cello-packs. Each pack 
contains 10 notes with matching 
envelopes and retails at 59 cents 
per pack. 


New Furniture Series 57 
v i ii] By combining wood, plastic 


j 





and steel, Imperial Desk Co. has 
achieved the look of tomorrow 
in their “Predicta” furniture 
series grouping. The new desks 
and companion pieces, beautiful 
and durable, allow complete 
flexibility to answer the almost 
limitless arrangement needs of 
business offices, general and private. 














APOTHECARY JAR 


A sparkling new and different candle which will 
create exciting comments. Design is in turquoise and 
gold. Size with cover — 8” tall, 3%” diameter. 


(Colonial (andle (0. 
of Cape Cod, Inc. 


HYANNIS, MASSACHUSETTS 
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Adding Machine 58 

: A new ten-key add. 
ing machine featuring 
compactness, low gh 
houette and high speed 
operation has been ap. | 
nounced by the Mon 
roe Calculation Ma 
chine Co. The ma 
chine, known as the 
Series E, is an electric companion model to Monroe’s hand-oper. 
ated “Little Giant.” The company says cycling speed of the 
Series E has been stepped up to run 25 percent faster than ordi 
nary ten-key machines, while operating sound amounts to no more 
than a quiet purr. The machine also features new, easy multi. 
plication due to placement of the repeat key, which permits muk 
tiplication to be performed just as simply as addition. Because 
of its small size and light weight, the E machine is readily port. 
able. It is available in two models—the 911E11 (capacity list 
9, total 10) and the 11IEI1 (capacity list 10, total 11). 




















Glass Greeting Card 

Flair offers a new glass Christmas 
card that can be used as an ash 
tray year around in an assortment 
of humorous Christmas messages and 
designs. There are eight designs in 
all, including a calendar design tray 
that makes an excellent business 
gift item. The glass cards come in- 
dividually packed in mailing cartons. 
They retail at $1 and wholesale at 
%6 per dozen. A display rack is 
available at $7.95, with a minimum 
order of four dozen assorted trays. 
This display rack comes equipped 
with eight free glass greeting cards 
making the rack self-liquidating 














The Business Game goes smoothly 
when moves are signalled by 


srnspiioanoe 














PROJECTING 
SIGNAL 
tor “Werte? 
Recor ds 


In regular 100-Pack. And in handy 
20-Pack Display Cartons. 
GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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NO. 350 


PRESENTATION 
EASEL 


At last, a well constructed, 
reasonably priced lecturer's 
easel... which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 





$25.00 List Price 
FOB: Glendale, L. 1. 
EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder m 2 28” trays (2nd 

tray for storage) m Easy height adjustment: 44” to 80” = 

Portable # Compact ™ Solid construction @ Attractive finish 
Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, INC. 
GLENDALE 27, 
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Complete 
Line of 


Insulated 
FILE CABINETS 


Fire King Insulated File Cabinets are 
available in one, two, three and four 
drawer models... in letter and legal 
sizes... a choice of attractive deco- 








rator colors. Fire King Cabinets are 
offered with Underwriters’ Labora- 
tories, Inc. C or D labels and the 
S.M.N.A. label. Write for catalog. 


GENERAL PURPOSE CABINET YY 
CERTIFIED 1 WR. 1700° 


SHOWROOMS: 
HARVID SALES ASSOCIATES * ; 
NEW YORK, NEW YORK FAP 
H. A. STEGER ) 30H?) 

ST. LOUIS 2, MISSOURI ‘ 7 in 

BARLIN SALES COMPANY t ' pEG es 
AKRON §, OHIO 

HAGEN & WATERS 
SEATTLE 4, WASHINGTON 
RAUB & ROBINSON, INC. 
LOS ANGELES, CALIFORNIA 





MURPHY MFG. CO., INC. © 832 W. JEFFERSON ST. © LOUISVILLE 2, KY. 
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“HEINES PUBLISHING CO., INC” 


Bringing to you a ‘KING SIZE” line of 
Card Playing Accessories 


Tallies Playing Cards 
Placecards Card Table Covers 
Scorepads Bridge Ensembles 
Rulebooks Bridge Party Paks 


Goren Items Notes and Stationery 





We offer you the most complete line of GOREN 
Bridge Rulebooks and Scorepads all personally 


revised with the new rules by Charles H. Goren. 





Write for our new Catalog. 


HEINES pusuisHING co., INC. 


123 NORTH THIRD ST. 


MINNEAPOLIS 1, MINNESOTA 















Model “‘S” Mc 
e S oe 


Will moisten lab 
yp too wide: 


els 
\ 


Speeds up mailing operations 

for every one of your customers! 

“ — — paper — 

e Large water capaci 

e Wick roller oullen d $ 00 

e Perfect for labels, 
envelopes, stamps 


Model “DG” Double Gummed Label Moistener $6.50 
Model “C” Moistener $5.00 


SEND FOR CATALOG SHEETS AND COMPLETE 
INFORMATION WITH SPECIAL INTRODUCTORY OFFER 


slightly higher, west of Rockies 
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Glue-Fast Equipment Co., Inc. 
9-M White Street New York 13, N. Y. 


| Glue@fas 
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NEW PRODUCTS 


Desk Lamps 
A 


new group of 


60 


Sightmaster 


lamps for fall sales promotion in- 
cludes this model, No. 5915, for 


desk or table 


oven-fired 


mist 
gray, 


reflecting 
1214,” 


ae 
eter. 


price is $11.95 in the East and $13.95 in the West 


Art Specialty Co. 


Lint Remover 


For years office workers have used 
a few lengths of cellophane tape 
wrapped around the fingers to pat 
lint from clothing. Now Minnesola 
Mining and Manufacturing Co. has 
created a product specifically for 
the removal of lint from clothing. 
felt hats, furniture and suede. Called 
“Scotch” brand lint removers, the 
product is marketed in envelopes cf 
six individual pads for 29 cents. 
Each pad is covered with a liner 
which is removed when the pad is 
to be used. 
and over again. 
fits conveniently 
The pad is slipped over the hand, 


y around. 


green, 


Padded base has 6” 


in a woman’s purse 


It turns compleie- 
Brass plated with 
English bronze, gray, 

desert tan or pearl 
it has a porcelain white 
Shade has 
diameter and projects out 


surface. 


diam- 
Retail 


, according to 


Height is 17 inches. 


61 


The liner may be replaced and the pad used over 
Each pad is 3-inches wide and 4-inches long and 


or a man’s breast pocket. 


the liner is peeled back, and 


the clothing is patted gently to remove lint and dust. 


There are four reasons why 
BAY is the fastest growing 
company in the field of 
Steel shelving and shop 
equipment. manufacturers: 
better products, lower 
prices, quicker delivery, and 
sensible sales policy. Our 
system of limited franchise 
distribution and complete 
distributor protection 
insures freedom from 
wanton price cutting—and 
leaves us free to make 
finer value products for our 
distributors to sell. 

Even though some areas are 
now closed to new 
distributors, we'll still be 
glad to send you our 
catalog. See for yourself 
what has made BAY grow! 





immediate 
shipment on 


complete line 





WORK BENCHES 
STEEL SHELVING 
HANDICABINET& 
BENCHES 
STOCK CARTS 
SERVICE TRUCKS 
STACKING BOXES 
PARTS BINS 
SMALL PARTS 
CABINETS AND 
CASES 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 
1818 West Cambria St., Phila.., 


32, Pa. BAldwin 9-1805 
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Lounge Chair 


A new series of general use utili 
furniture suitable for reception rogy 
recreation areas, offices and loungs 
is being manufactured by State Jp. 
dustries, 4019 Medford St. Iy 
Angeles 63. Designated as the State 
liner, it is available in either a sing 
lounge chair, double or triple loung 
It is constructed of chrome-plaig 
one-inch diameter heavy gauge tyh 

ular steel with non-tipping wall say. 
er legs. Cushions are removabk 
gauge coil spring construction and egy. 
weight elastic-backed plastic, 


and reversible, of heavy 


ered with heavy individually Zip. 
Arm rests are either of black plastic or natural lacquer 
oak. Fabrics are in a variety of colors. 


pered. 


Office Machine Table 


Marnay’s newest addition to their 
“Foto-Fit” Table line 
large enough to accommodate any 
size photo copy or duplicating ma- 
chine and priced low enough to fit 
Measuring 30” 
deep by 2914” high, 


is said to be 


every office budget. 
wide by 24” 
the new table is compactly designed 
with convenient utility drawer and 
a roomy shelved cabinet for storing 
activator and all 





supplies within 
easy reach of machine operator. The 


destructible plastic 


table top, a virtually ip. 
made by the Fiberesin Plastics Co., canno 
spilled chemicals, marring or scratching. Coo 
structed of steel with squared-tubular legs, the table is availabk 
in beige or black with Fiberesin tops of Satin Walnut or Gny 
Oak, respectively. 


be harmed by 


(Continued on page 76) 


|) wew! 


Vivid Colored 
RULERS 


Bright blues, yellows, greens and 


reds . . . PRECISIONMATIC made 


They sell on sight in 


sEmCO 


COLORAMA 


ee 


No. 69-C © 4 dozen 12” wood rulers 
1%” x 4” thick double beveled. In as- 
sailed colors, 10¢ seller. 


No. 700-C © 6 dozen 12” wood rulers 
Ye" x X%" thick, single beveled. 18 each 
of 4 colors 5¢ best seller. Metal edge. 


Individually packed for re-shipment. 
Write for prices, Buy from your nearby jobber. 


SENECA NOVELTY CO., INC. 
52 Miller Street, Seneca Falls, N. Y. 
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NOMDA ‘Studies . 
(Continued from page 29) 

A guest speaker had the follow- 
ing suggestions for retail advertis- 
ing: 

DO be specific, be different, be 
creditable, show a buyer benefit 
or reason for action now. 

DON’T say how good or how 
generous you are, don’t beat your 
customers over the head, don’t use 
art for art’s sake, and don’t use 
type that’s too small. 

Automation’s opportunities and 
challenges for the office machines 
dealer were outlined by Walter 
Lennartson, editor of Office A ppli- 
ances, With the help of two dealers 
active in the field, Edgar Noll of 
Philadelphia and N. H. Von Soos- 
ten of St. Louis. 

“Tf a stationer who sells a few 
machines has his foot in the door 
of the automation market,” Mr. 
Lennartson said, “then an office 
machines specialist should have 
both feet and hands and head in 
the door. It’s a $3 billion a year 
market and, while dealers can’t 
sell the big electronic machines, 
they can sell many of the sup- 
plies and accessories. 


Official 
POSTAL 


“To learn this market, you must 
expose yourself to the user of auto- 
mation and your mind. 
Even though electronic equipment 
is not going to replace our present 
office machines, you will miss a 
big new market if you bury your 
head in 
activity.” 


expose 


the sands of everyday 


Fear of the unknown because of 
office automation is growing 
among typewriter and adding ma- 
chine people, Mr. Von Soosten 
said. But, he said, “you will have 
to learn the terminology of auto- 
mation in order to talk to your 


own children.” 


aE ltl 
Dick Davenport, left, Jack Davenport Type- 
writer Co., Bakersfield, Calif., checks features 
of new standard typewriter with Bill Steg- 
meyer of Remington Rand. 


Mr. Noll described a peripheral 
market for tape punchers, card 
punchers, attendance — recorders, 
adding machines and calculators 
which produce common language 
tape, and supplies and forms. 

“You can expect to see more 
products like these being sold by 
dealers,” he 
giant, direct 


“because the 
sellers of the data 
processing field are not going to 
use their high-priced experts to 
sell the auxiliary tools and sup- 
plies. These items can be _ sold 
through your regular sales force. 

“The market for related equip- 
ment is growing,” 


said, 


he said, “be- 
cause many of the big machines 
have such vast capabilities that 
data input requires too much 
time.” Dealers, he indicated with 
examples from his own business, 
can sell many of the devices needed 
to feed the hungry, fast-operating 
electronic brains. 

Comments were also made on 
the need for industry leadership 
in working out a standardized ap- 
proach to Magnetic Ink Character 
Recognition, a new tool being pi- 
oneered by the banking industry 

(Continued on page 80) 





You are PROTECTED with 
this ENTIRELY NEW GLOBE 


with every 
Hanson 
Postal Scale 


(packed in carton 
at factory) 


PE RI = 
\M 12 Inch AL 
WORLD GLOBE 


MATIC made 


This is the TITLE to a 12 inch Globe, 


entirely new in its editing, engraving, coloring, and 


HANSON printing. 


Postal Scales Standard with 


the trade for over 50 years This top quality Globe will be sold to legitimate 


retail dealers only. 


Write for particulars today. 


Globe and Map Publishers Since 1867 


Geo. F. C K A M Co., Inc. 


730 E. WASHINGTON ST. * INDIANAPOLIS, IND. 


Inc. 1509-5 Ibs. 1530-25 Ibs. pana ton 1546-2 Ibs. 


Y. HANSON SCALE CO. (Est. 1888) Northbrook, Illinois 
page 
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NEW PRODUCTS. .. . 


(Continued from page 74) 


Presentation Binders 64 

Latch Lock binders for proposals, 

reports, minutes, presentations and 

catalog covers are now being made 

available through stationers and of- 

fice-supply dealers. The binding 

mechanism allows easier reading and 

presentation because pages lie flat 

and turn easily. Latch Lock binders 

are stocked in artificial leather “4” by %\” capacities, in black, 
brown blue, green, and red; and in heavy weight paper stock, 34” 
capacity in black, red, grey, buff, yellow, blue and green. A free 
sample is available to retailers from Agrippa Products, Inc., 


Beaver Falls, N.Y. 


Steel Furniture 
Ahrend Export, Mm. Ve ® corpo- 
rate-owned marketing and coordi- 
nating group of steel product pro- 
ducers throughout the Netherlands, 
plans to introduce in the United 
States a broad line of furniture suit- 
able not only for offices and other 
commercial use, but also for use in 
schools, by professional people, and 
in homes. The line will include 
desks, drawing boards, filing cabin- 
ets and conference tables. Numerous 
varieties of tables— stack and oc- 
casional categories among them — 
are offered, in addition to desks and 
cupboards. A line of steel desks and seats for schools is also 
available. Instead of tube steel, it is made of sheet steel bent 
into U-profiles 


(Continued on page 81) 





FIRE PROTECTION 


for valuable records that cannot be replaced. Here is protection 
that insurance cannot buy. Records may be properly stored — 
but not protected against fire damage. Insurance doesn't cover 
loss of valuable records — in fact you must have records to sup- 


port claim for loss. Protection is needed in a fire-proof building. 


SCHWAB 


Insulated 

File Cabinets 

offer many features: 
Improved locking 
for all drawers. 
Follow Blocks. 


Ball Bearing drawer 
suspension. 


Sturdy construction. 
One piece cast walls. 


New standard office 
colors. 


Write for complete 
information. 


SCHWAB 
SAFE CO. 


Lafayette, Indiana 


Legal and Letter 
Size—4 Models of 
each available. 








HOOKRITE CHAIR MATS 


we 


COMPETITIVE PRICES —~ © 
PROMPT DELIVERY 


WRITE FOR \ 


DEALER 
LITERATURE 


AND PRICES 


Meets Government Specifications — Fabricated from 
" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 


HOOKRITE PRODUCTS CORP. 
49 EMPIRE STREET * NEWARK 5, NEW JERSEY 


N. J. Phone Bigelow 2-2343 
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-SNAPEX TAX & STOCK —a 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—Invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 





You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Ceast to Coast 


APEX BUSINESS SYSTEMS 


540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 
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If You're An Average Dealer You Can 


Sell ASENTRY- 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order, And Sentrys sell for /ess 
than half as much as pe € competitive 
safes, yet return you full profit. 

Big- ~~ foasures iadede ay 1 Model S-3 
miculite insulation, built-in 

number combination lock ping cealing cabinet of genu- 
bank vault type lock bar, 2 $7995 ine mahogany, walnut or 
drawers. U.L. “C” label. Write blond wood. 

for details. list $119.95 


Model S-C 
Sentry S-3 safe plus con- 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 1! 
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SUMITT- the hottest combination 


on the market today! 


introducing the NEW 
SUMIT Checkwriter 
companion piece to the 
fabulous SUMIT Adder. 


Top Markup= 
Easy to Sell! : 


Nothing else like them on the 
market makes every home, of- 
fice, a prospective customer! 
Constructed of durable metal 
housing in beautiful horizon 
blue case. Measures only 7”x 
6"x5”. Anyone can use them in- 
stantly, accurately. Designed by 
one of America’s top engineers. 
Manufactured in the U.S.A. e 
2-Year Warranty e Free covers 
foreach machine e Free sales 
aids! 


Look at this top markup... 
Yourorder — Your Cost — 
6-11 units $12.31 per unit 
12-49 11.84 per unit 
50 and over 11.37 per unit 
Only $18.95 each list 
Visit us at NSOEA Show 
booth 32 


PEARL ENGRAVING CORP. 


29 East 19th Street @ New York 3, N.Y. @ Algonquin 4-1760 


SUMIT Checkwriter 


Prints checks up to 99,999, 99 


SUMIT Adding Machine 
Adds, Subtracts, 
Multiplies to 999,999,99 
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KOH-I-BALL 
double-ender 


BALL POINT PEN 


5 


d-bakl 3015 


a ee E 


A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable. Packed a dozen to a self-selling display box. 
Refills in individual envelopes. Write for leaflet. 


WRITES BEAUTIFULLY! 
10). OO fele):: 


--- for more details circle 145 on last page 


Bloomsbury, NJ 








LISTS FOR e { 
ONLY DOLLARS? / 


.. + looks like twenty 
in its new case! 





*Justrite’’ Notary and 
Corporation No. 1 
Pocket Seal . $8.00 
Dealer Discount 40%, 


Se 


5 reasons to concentrate your orders with “Justrite”’ 


1, Same Day Service. 2. A Fair Profit for You. 3. No 
Direct Selling by ““Justrite.” 4. Engraved Letters 
(instead of punched) for Maximum Sharpness, Uni- 
form Spacing. 5. Handsome Presentation Case with 
every Pocket Seal. 


Ask for our FREE 86 page catalog of “‘Justrite’ Seals, Rubber 
Stamps, Daters, Numberers, Time Stamps, Pads and Supplies. 
All merchandise sold exclusively through dealers. 


LOUIS MELIND CO. 


Founded 1893 Telephone GR 7-4200 
3524 NORTH CLARK STREET © CHICAGO 13 
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Join the profit parade. . maia7:\ be STANDS 
PRE-SOLD for YOU thru TIFFANY’S largest 


ever, national consumer advertising campaign. 


MODEL 5000 


GREATEST ALL PURPOSE, com- 
pletely safe, Stand for costly 
office machines. Adjustable open 
top ...noise-escape hatch. Cast- 
ings cover retractable casters; 
anchor firmly on floor. 


MODEL 2300 


MULTI-PURPOSE UTILITY TABLE. 
Heavy steel construction. Top 30” 
wide, 181”" deep; undercoated 
for sound-vibration abatement. 
Tray inverted, becomes shelf. 2 /2”” 
rubber casters, two with brakes. 


3 


For further information, write Dept. MS 


TIFFANY STAND CO. 


7350 Forsyth - St.Louis 5, Mo. 


- -- for more details circle 171 on last page 


































Filing Tips a 

A 16-page booklet of “Bright Ideas to 
Make Bright Girls Shine at Filing” is 
available from the Avery Label Co., 1616 
S. California Ave., Monrovia, Calif. Illus- 
trated with cartoons, the booklet offers a 
series of “Do’s” and “Dont’s” 
the “ABC’s of Alphabetizing.” 


and lists 





Sample Letter Opener B 

A free sample letter opener is offered to 
stationers by Taylor Services, P.O. Box 
336, Garden Calif., exclusive US. 
importer and distributor of a line of open- 
ers featuring Old Dutch designs. 


Grove 


Filing Brochure C 

A 10-second 
is described in a colorful new brochure 
entitled, “Y & E Direct Name Filing Sys- 
tem.” The indexing 
method, the component 
parts, numeric features and key points for 
proper control of papers in and out of the 
file are explained. A 
from Yawman & Erbe, 


filing and finding method 


advantages of the 
function of the 


available 


Rochester 3, New 


copy 1s 


Master 


Accessories 


offer you Higher Discounts! 


Casters Guaranteed or your money 
back! The Master line of hooded 
and regular casters for metal and 
wood furniture is so outstanding 
we'll guarantee it to sell or your 
money back. Choice of soft rubber 
or plastic hard tread wheels. Im- 
mediate delivery! 


CUSHION GLIDES. 
Mirror finish base allows 
easy sliding. Rubber cush- 
ion eliminates noise. 


So 


FREE! Smartly styled counter display. 


Lower List Price! 
Greater Profit! 





Miracle Marked Boxes 
make stocking easier! 
Every Master box has a 
labeled end which names 
the chair the particular 
caster fits, as well as the 
size and type of caster. 
Saves clerk time. Now, 
pick the correct caster 
with ease! 


RUBBER FURNITURE CUSH- 
IONS. Long wearing, in BROWN 
or GRAY, round or square, 4 
sizes of each. 
DESK GUARD. Angle-shaped rubber 
strips to protect clothing from furni- 
ture edge. Available in 6” and 18" 
lengths. Brads to attach supplied. 


CHAIR STRIPPING. Rubber 
bumpers to protect walls, cab- 
inets, desk. Brads to attach 
supplied. 


Write for Catalog and 
Profitable Discounts! 


MASTER MANUFACTURING CO. 


LS ACTOR Goboct- bet. O4-) htt Eek @N(-k4-)E- bole Mowe @) eb Le) 
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Magnifier Catalog i) 





Bausch & Lomb has revised the cesetip 
live catalog which covers a complete lig. 
of readers and magnifiers. New items hay 
been added to the 14-page illustrated book. 
let, which lists than 65 modek 
Specifications and prices are included, Jy. 
tells the items gp 
Copies are available from Baugh 
& Lomb Inc., Rochester 2, N.Y. Specify 
Catalog I-103. 


more 
troductory text how 


used. 


Accessory Brochures E 


Sengbusch Self-Closing Inkstand Co. has 
produced two new brochures for use by 
office supply and equipment dealers. Eag 
of the eight-page, three-color folders pr. 
vides ample dealer imprint space and jy 
cludes complete product description and 
prices. One is devoted to Handi-Pen Dek 
Moisteners. 
full line of desk trays, racks and other ae. 
cessories. Another sales promotion tool, ap 
accordian-fold brochure on the entire Seng. 
busch line, is being included in each ship 
ment from the factory. 


Sets and The other covers 4 


Furniture Price List F 


Anderson Hickey Co. has printed a nes 
illustrated Consumer’s Price List covering 
their full line of desks, filing cabinets, 
tables, storage cabinets and accessory items 





| The prices remain the same as they have 
| been since July, 1957. Copies of the new 
| list may be obtained from the Sales De 
| partment, Anderson Hickey Co., 915 Chero- 


| kee Ave., Nashville 7, Tenn. 


Hunt Pen Catalog G 


C. Howard Hunt Pen Co., 7th and State 
Streets, N.J., makers of Boston 
pencil sharpeners and Speedball products, 
| has completed a new catalog which lists 

all of their products. 


Camden, 


| Computer Glossary H 


Aware of the baffling technical jargon 
surrounding “electronic brains,” The Brown 
Instruments Division of Minneapolis-Hon- 
eywell Regulator Co., Philadelphia 44, Pa. 
has published a pocket-size, 22-page glos 
sary intended to make computer language 
more intelligible to the layman. The book- 
let, called “Do You Talk Computerese?”, 
defines terms which the instru 
ment producer’s own engineers helped to 
create in building industrial process com- 
puters. Honeywell expects the glossary to 
rival its “Automation Dictionary” of five 


years ago. 


some 82 


Tape Dispenser Catalog 


New catalogs and price lists on gummed 
| tape sealing machines and label moistenefs 
are available from Seal-O-Matic Dispenset 
| Corp., 169 Murray St., Newark 5, NJ. 
Write to L. G. Gruber, marketing mar 
| ager. 
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included, Jy. 
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from Baugs 
N.Y. Specify 






stand Co. has 
s for use by 
dealers. Eact 
r folders pro. 


YOU MAKE 
65c ON EA. SALE 














3-PIECE 
HAN-D STAPLER 





Retails $1.25 





: , Your cost .60 
space and jp. |. 7” Han-D Stapler — 
scription and 2. 1000 #10 Staples You make .65 
ndi-Pen Desk Plast arrying 
ther covers 4 case 
and other ae- Min. orders—3 doz NOT A 
otion tool, ap F.0.B. Chicago. See TOY 


before you buy. 
SPECIAL OFFER 
SEND $1.00 FOR 2 HAN-D STAPLERS | 
Shipped postpaid; no C.O.D.'s. You take no risk. 
Sell staplers for $2.50; make 150% profit. 


F WHOLESALERS—WRITE FOR SPECIAL 
AREA DISTRIBUTION SET UP. 


CENTRAL STATES SPECIALTIES, INC. 
222 W. Huron — Chicago 10, Ill. 
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RETAIL 2 c Cc 


Giant 50x38" IN FULL COLOR 


High interest means high sales! Wanted, 
needed in homes, churches, etc., by en- 
tire family. New and Old Testament 
journeys. A best seller! 


ALSO—NEW 29¢c STORYLAND 
MAP IN FULL COLOR 


FREE! DISPLAY MAP AND 
EASEL-BACKED DISPENSER 


Write for Complete Map & 
Atlas Catalog TODAY! 







Ss on gummed 
vel moisteners 





-. Dispenslt AMERICAN MAP COMPANY, INC 
a , West 61st Street « New York 2 { 
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YOURS FOR THE ASKING 


Indexing Products Catalog J 


A new Aico catalog of indexes and in- 
dexing products has been announced by 
the Aigner Index Co. Condensed to en- 
able fast, easy use by dealers, the new 
catalog contains 529 items on 34 pages. 
It features tabbed index pages, alpha-nu- 
merical index and a comparative numbers 
list as well as a pocket on the inside cover 
for price and discount sheets. The gold 
and black catalog reflects the findings of an 
Aigner survey of stationers to discover 


dealer thinking on catalogs. 


Globe Catalog K 


Replogle has published a new 1960-61 
catalog featuring a full line of illuminated 
and non-illuminated globes ranging from 6- 
inch to 32-inch diameter and priced from 
$2 to $1,000. The two-color, 12-page Cata- 
log No. 25 is available from Replogle 
Globes, Inc., 1901 N. Narrangansett Ave., 
Chicago 39, Il. 


Wood Furniture Booklet L 


A sample copy of “Trends in the Office,” 
a full color brochure issued quarterly by 
the Wood Office Furniture Institute, 1414 
Eye Street N.W., Washington 5, D. C., is 
offered to dealers who may wish to use 
the issues as educational mailing pieces. 
The current issue features “Rooms With 
Room,” presenting eight colorful pages of 
various space planning ideas. 


Ideas for Bordered Blanks M 


Goes Lithographing Co. offers a new 16- 
page condensed catalog illustrating the va- 
riety of bordered blanks developed by the 
company and including ideas and sugges- 
tions for the use of the lithographed bor- 
dered blanks. Information on terms and 
discounts is included in the 844” by 11” 


“Tdea-Book.” 


s+ + = & & & * « 


(Continued from page 60) 


development building, with an aluminum 
and glass curtain wall which is removable 
for future expansion, has been put into 
operation by Hamilton Cosco, Inc., at 
Columbus, Ind. 

Eastern Division headquarters of Milo 
Harding Co. has moved into a larger 
building at 2199 Dartmore St., Pittsburgh 
10, Pa., to keep pace with increased sales 
and shipments of Tempo products. 

Plan Hold Corp. has increased its ware- 
housing capacity by doubling space at its 
South Gate, Calif., plant and adding a new 
warehouse at Aurora, Ill. The company 
has also announced that, to keep draw- 
ings and tracings free of moisture, it is 
now treating the tube portion of its Stack 
Role File units with a new moisture re- 
sistant process. 

Atlanta’s newest office furniture show- 
room, just opened by Fleetline, the dis- 
tributing organization for Cottonsmith 
Furniture Mfg. Co., is located at 223 Ivy 
St. 






LOW COST 
STORE ion 





PROVED BY THOUSANDS 
TO INCREASE: 

@ IMPULSE BUYING 

@ SELF-SERVICE 

@ RELATED ITEM SALES 
SELL MORE — SELL FASTER — SELL 
EASIER . all with the amazingly 
LOW-PRICED, HIGH-QUALITY, FLEXO- 
SPACE. Self-Service makes it easier 
for your customers to buy. 
USABLE SELLING SPACE ALL AROUND 
the entire Island NO BLIND 
SPOTS! Use in all departments. 
Write today for full details of how 
YOU can make your sales soar at an 
unbelievable low cost with FLEXO- 
SPACE. 


FREE ALL NEW 50-PAGE 
WHOLESALE DISCOUNT CATALOG 


WRITE: ADD SALES CO 
829 YORK STREET 
MANITOWOC, WISCONSIN 
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ROBERTS FOR 
SALABILITY 


(Since 1889) 


Model 95. Five move- 
nents consecutive, 
duplicate, triplicate, 
quadruplicate and re- 
veat, controlled by a 
ocking dial. Smooth 
balanced action, 6 to 
11 wheels, rugged and 
flexible. One of a full 
line of famous Roberts 
numbering machines. 





Model 90. You dial 
the action wanted (up 
to 13) on outer circle. 
Inner circle tells num- 
ber of impressions run 
off. Also 3 standard 
movements. Write Ro- 
berts Numbering Ma- 
chine Division, Heller 
TT he Mfg. Corp., 
0 Jamaica Ave., 
Nate PR 8, N. Y. 





HELLER ROBERTS 


Manufacturing Corporation 
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NOMDA 6‘Studies . 
i Kids go for 
which handled 13 billion checks 


in 1959 and is expected to handle | ED-U-CARDS 
20 billion a year by 1965. 
gr pte AP geass because they're 


First prize award winners in | 
NOMDA’s annua! membership | 
contest included Alfred Foxcroft, | DIFFERENT! 
retiring president, Robert Picou of | 
California, Norbert Mayer of Los 
Angeles. James P. Ward and Ames 
Supply Co. of Chicago, R. A. Cur- 
rie of Memphis and Don Haas of 
Long Beach. Edgar Noll received 
a special award for his work as 
membership chairman during the 
past two years, a period that saw 
800 new members added to NOM- 
DA’s roster. 
Top awards in NOMDA’s annu- 
al advertising contest went to 
Walter F. Phillips of Harrisburg, 
Pa., in the newspaper display cate- World's largest variety of children's 
gory, and to The Specialty Service card games all in one display— 
Co. of Fort Worth, Texas, in the — 


direct mail category. a 2 “up-MOVIE” backs 


7™~™ STILL ONLY 2% 
Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., long Island 





- - - for more details circle 125 on last pom 





eh OHNE VAL 


Robert W. Daggs, vice president, and Willis 
H. Daggs, president of General Ribbon Corp., 
show Mrs. Grace Van Dalfsen of Beverly 
Hills the long-lasting and good printing 
qualities of their product. The adding ma- 
chine ran steadily during the exhibit so that 
booth visitors could compare print quality 
at the beginning of the roll with that ob- 
tained hours later. 


Combines the best fea 
tures of both wardrobe racks 
and lockers. Sanitary — keeps wraps 
aired, dry and “in Press.” Improves 
employee morale and reduces ab 
senteeism. Provides each person with: 
a dry 12” x 12” x 15” lock box for 
lunches and personal effects, spaced 
coat hanger and ven- — 7 
tilated hat space. Also }- 
shelf for overshoes. 9-ft. }- 
unit accommodates 18; }- 
6 ft. unit 12. Sold by 
leading office furniture-2 
dealers everywhere. 











es eee 0. Seal ed , Write for Catalog LO-740 
- aro . Kiyohiro and Albert C. Lum, two | 
EE PAPER co of six Hawaiian delegates to the San Diego | VOGEL x PETERSON co. 
show, watch exhibit hall demonstration by Rt. 83 and Madison St. © Elmhurst, ill 
Bart Kennedy of National Cash Register. | +--+ for more details circle 176 on last peg? 
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Elmhurst, lil. 
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GREATEST PAPER CUTTER IDEA IN A DECADE! 


> * It’s 100% 
‘ hazard-free. 
© No blade 

exposure. 


* It cuts 
precisely. 


SAFETY 

PAPER 

CUTTER 
4-edged, wedge-ground, throw-away cutting blade 
easily replaceable. Built-in Protractor for angle cuts. 
Light-weight, portable. In 12”, 18”, 24”, and 30” 
cutting capacities, at better stationers everywhere. 


SAFETY CUTTER CO., P. 0. Box 696, MENLO PARK, CALIF. 
BIGGEST PROFIT-MAKER FOR YOU OF CENTURY! 
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SELL ART SUPPLIES! 


AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 





try's largest stock of all im- 
portant art supply lines. 


Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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another 


Boston Sharpeners are backed 
by an extensive advertising 
campaign to your customers 
to help you build your sales. 
Send for catalog and price list. 
C. HOWARD HUNT PEN CO., CAMDEN 1, N.J 
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NEW PRODUCTS .... . 


(Continued from page 76) 


Floor Guards 

The chance of steel shelving units 
scratching or marring floors has been 
“Shelv-It-All” steel 


shelving units by the new plastic 


eliminated on 


floor guards iniroduced by S. A. 
Hirsh Manufacturing Co. The new 
guards are made of high impact 
plastic that provides great strength 





and durability. They are easily and 
quickly installed. New ad mats 
showing units with floor guards are 
available free of charge to all 
“Shelv-It- All” dealers. 





Electric Stapler 67 
Staplex Co. of Brooklyn, | 

has announced its model “SE-77F” 

fully automatic electric stapler. The 

new device, which is portable, op- 

erates on a special solenoid mechan- 

ism, replaces hand stapling, and is 

many limes faster. A slight tap on 

the foot or knee switch drives a 

staple automatically with no waste 

effort or hand motion. This leaves both of the operator’s hands 

free to handle the work. The stapling position is always visible 

for exact placement of staples. The machine handles up to 32 

sheets of 20-pound bond or mimeograph paper with no adjustment 

required for different thicknesses. The machine weighs seven 

pounds, uses regular house current and can be plugged into any 

standard outlet. Sales literature and brochures are available. The 

company has also introduced a two-headed, portable, automatic 

model. 


Business Card File 68 

\ new way to file business 

cards for ready reference has 

been introduced by Record- 

plate Co., Pasadena, Calif 

This new method enables the 

recipient of a business card 

to keep it filed in a Visi-Ref 

Book Set in alphabetical or- 

der. This enables the cards 

to remain visible and con- 

veniently filed at all times. 

The set includes a Mult-O- 

Ring Binder, a supply of gummed four-hole punched stickers, and 

an A to Z 26 division index. The gummed sticker is moistened 

and glued to the left-hand edge of the card. The card is then 

placed in its proper alphabetical listing. The Recordplate Card 
Filer retails for #3.95. 





TICKET PUNCHES 


FOR 
EVERY 
PURPOSE 


NOTCHING 
PUNCH 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep 


For 1/8-1/4” round holes; 1-1/4” 


, 1-1/2” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 


Tally Punch — Registers number of punchings to 
99, Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. Same counter available in our 
No. 2 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 
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HANDLE WITH PROFIT 


Goes 
CALENDAR PAD 
SALES DISPLAY 


Now those popular small size 
calendar pads so dear to Teachers, 
Scout Leaders, etc. — packed in con- 
venient counter top display box only 
10% x 10%, x 34. 
Each Display Carton Contains 1200 
Assorted Calendar Pads. 

5 Popular Sizes ranging from 214 x 

1 to 54%, x 1%. 

12 Calendar Months per pad plus 
Attractive Covers Thread Stitched 
—Easy to handle and apply. 

Occupies only about one square foot of 
counter space. 
Costs you $13.95—will yield you $37.50 


Holiday 


LETTERHEAD 
PACKETS 


Colorful, seasonable, saleable Holiday 
Stationery designs have been fast 
movers in bulk for many years . 
now ... for self-service sales! 

Now ... The Unit Package: 25 letter- 
heads and 25 Envelopes (No. 9) one 
design each. Packed in heat sealed 
Vinyl-acetate. Labeled on the outside 
with a punch-packed selling informa- 
tive label. Not pre-priced but with a 
pricing area in the label design. 

The Assortment: 10 different Letter- 
head designs, 4 packs of each design 
per carton of 40 packets. 

Priced to earn greater profits for you! 
For orders, prices, discounts and other 
information, write or wire 


es 


LITHOGRAPHING CO. 


42 W. 61st ST. * CHICAGO 21, 
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| Glitterizes paper, fabric, 





CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 


preceding the 


Minimum Order: $6.00. 


month in which the magazine is issued. 


RATES: 30c 


a word. 


Names and address are te be included in the count. 


Initials or sets of figures are to be counted as one word. 





HELP WANTED 


FOR SALE 





Representatives to sell new Flip It Photo 
Mounts for albums. Displays available. Box 277, 
MODERN _  STATIONER AND OFFICE 
EQUIPMENT DEALER, 1 East First Street, 
Duluth 2, Minnesota. 9-60 


Jobbers. Exclusive new concept telephone 
shoulder rest. Box 284, MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER, 1 East 
First Street, Duluth 2, Minnesota 9-60 


SALESMEN WHO CAN SELL!! 
Choice territories available selling business ma- 
chines to dealer outlets. Draw against commis- 
sion. Excellent opportunity for right man. Box 
285, MODERN STATIONER AND OFFICE 
EQUIPMENT DEALER 1 East First Street, 
Duluth 2, Minnesota 10-60 


Loose Leaf Manufacturer will hire full time 
representative to call on dealers and wholesalers 
in established Southwest territory. To headquar- 
ter in the Dallas-Fort Worth area. No limit on 
earnings as volume grows. Write full resume of 
education, experience and starting income re- 
quired. Include photo. Our manufacturer’s rep- 
resentatives know about this ad. G. J. Aigner 
Company, 426 South Clinton Street, Chicago 7, 
Illinois, Dept. M. Attention: ( W. Clemen. 

9-60 





POSITIONS WANTED 





Argentine Citizen with long experience in sta- 
tionery and bookselling, and dealing with Latin 
colony, wishes organize SPANISH SECTION 
in established store or in new premises. Would 
accept percentage of sales or partnership. Mu- 
tual references. Only in New York City, Miami 
or Washington, D.C B . Tu uman yd 

Buenos Aires, Argentina, S. America. 9-60 


Showroom saleswoman available Mature 
Knows stationery greeting cards Gift 
wraps and gifts. Will attend all shows. Typing 
& office work. New York City. Box 287, MOD- 
ERN STATIONER AND OFFICE EQUIP- 
MENT DEALER, 1 East First Street, Duluth 
2, Minnesota. 9-60 


There's 


SALES MAGIC 





DRAWING TUBES & KITS 


AND NEW 


GLITTERBROIDERY 
FOR GIRLS 


leather, metal 


in seconds! 12 colors, 3 sizes, blister 


| packs, revolving racks and merchandis- 


ing deals available. 


Write for 
FREE samples and information 


O. E. LINCK CO., INC. 
Clifton, N. J. 
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Office School Supply Store, 
ture, printing. County seat town, central 
big territory. Owner wants to get re ady 
tire. Own building. Will finance at inven 
Write Box 286, MODERN STATIONER 
OFFICE EQUIPMENT DEALER, 1 East 
Street, Duluth 2, Minnesota. 


machines, f 


Sept. 18-Oct. 18 National Inte 


Design Month. 

Sept. 23—Wholesale 
dinner conference, 
Chicago. 

Sept. 24-28—Nat'l Stationery and Of 
Equipment Assn. (NSOEA) con 
tion-exhibit, Conrad Hilton Hotel, 
cago. 

Oct. 2-8—National Letter Writing W 

Oct. 13-16—East Coast Regional O 
Machine Dealers Assn. conven 
Galen Hall, Wernersville, Pa. 

Oct. 15-18—Eastern Commercial Stal 
ery Show, New York Trade § 
Building, New York City. 

Oct. 18-24—National Downtown We 

Nov. 4-6—-NOFA Western Area Cai 
ence and Exhibit, Jack Tar Hotel, 


Francisco. 


Stationers 
Blackstone 








FAULTLESS 
_PENCIL CLIPS 


A modern, 
dimensional 
ing display 
presents V4 

of our rel 
Faultless p 
clips ace 
and efficienth 
takes only 

of counter sp 
The card is in 
orful blues 
whites agai 
which the @ 
liantly nickel p 
ed clips gl 
and shine dr 
attention 
making sales. 
clips are m 
from steel 
have a temp 
steel enciré 
band. 


* 


Also availe 
2 pieces on a 
card, or 1 

to a box. 


Prompt delivery is assured. 
Write now for information. 


L. D. Van Valkenburg Co. 
Dept. M. HOLYOKE, MASS. 
SERVICE QUA 
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This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


101 Acco Products — Binders — pages 37, 
38. 


102 Add Sales Co. — Self-service fixtures 
— page 79. 


103 Addo-x, Inc. — Adding machine, mul- 
tiplier, calculator — pages 8, 9. 


104 All-Rite Pen, Inc. — Pens — page 66. 
105 American Geloso Electronics, Inc. — 
Tape dictating machine — page 47. 

106 American Map Co., Inc. — Bible lands 

map — page 79. 
107 Anco Wood Specialties, Inc — Presen- 
tation easel — page 73. 


108 Apex Business Systems — Business 
forms — page 76. 


109 Arrow Fastener Co., Inc. — Stapling 
machines — page 53. 


110 Bankers Box Co. — Record storage 
box — page 20. 

111 Bausch & Lomb, Inc. — Magnifiers, 
displays — page 48. 

112 Bay Products Div., Amer. Metal Works, 


Inc. — Shelving and shop equipment 
— page 74. 

113 Bee Paper Co. — Artists’ papers — 
page 80. 

114 Borroughs Mfg. Co. — Garment racks 

~~. 7 page 3. 

115 Bridgepoint Playing Card Co. — Card 
playing accessories — page 71. 

116 Brown, Arthur, & Bro., Inc. — Art 
supplies — page 81. 

117 Brush, John D., & Co., Inc. — Safes 
— page 76. 

118 Central States Specialties, Inc. — Stap- 
lers — page 79. 


119 Colonial Candle Co. of Cape Cod, Inc. 
— Apothecary jar candle — page 72. 


Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 


MODERN STATIONER 


120 Cram, Geo. F., Co., Inc. — New 12- 
inch globe — page 75. 


121 Cramer Posture Chair Co., Inc. — Con- 
temporary chairs — page 64. 


122 Cushman & Denison Mfg. Co. — Mark- 
ing devices — pages 6, 7. 


123 Dennison Mfg. Co. — Show invitation 
— page 4. 


124 Dymo Corp. — Label embossing fool 
— page 14. 


125 Ed-U-Cards Mfg. Corp. — Games — 
page 80. 


126 Faber, Eberhard, Pen & Pencil Co., Inc. 
— Pencil and pencil sharpener package 
— page 39. 


127 Flash Mfg. Co.— Marking device — 
page 40. 


128 Galef, J. L., & Son, Inc. — Money 
changers — page 68. 


129 Gibson Greeting Cards, Inc. — Studio 
card rack —- page 59. 


130 Gibson, C. R., and Co. — Memory 
books, photo albums — page 63. 


131 Globe-Wernicke Co., The — Displays 
page 61. 


132 Glue-Fast Equipment Co., Inc. — Mois- 
tener — page 73. 


133 Goes Lithographing Co. — Calendar 
pad display, holiday stationery — 
page 82. 

134 Graff, George B., Co. — File signals, 
map tacks — page 72. 


135 Hamilton-Pax, Inc. — Combination ball 
point pen and check protector —page 
57. 

136 Hanson Scale Co. — Postal scales, free 
postal guide — page 75. 


137 Heines Publishing Co., Inc. — Card 
playing accessories — page 73. 


Name 


138 Heller Roberts Mfg. Corp. — Number- 
ing machines — page 79. 


139 Hoggson & Pettis Mfg. Co., The — 
Ticket punches — page 81. 


Hookrite Products Corp. — Chair mats 
— page 76. 


Hunt, C. Howard, Pen Co. — Pencil 
sharpeners — page 81. 


Ketcham & McDougall, Inc. — Gift 
items — 3rd Cover. 


Kingsley Machine Co. — Imprinting 
machine — page 70. 


Kingsway, Inc. —— Chess sets — page 
54. 


Koh-Il-Noor Pencil Co., Inc. — Ball 
point pen — page 77. 


Kohihaas Co., The — Sorting devices 
— page 69. 


Linck, O. E., Co., Inc. — Decorating 
tool — page 82. 


Master Mfg. Co. — Furniture casters, 
Protective accessories — page 78. 


Melind, Lovis, Co. — Notary and cor- 
poration seal, case — page 77. 


Morris, Bert M., Co. — Electric pencil 
sharpener — page 52. 


Murphy Mfg. Co. — File cabinets — 
page 73. 


National Cash Register Co., The — 
Adding machine dealerships — 2nd 
Cover. 


New England Paper Punch Co. — Pa- 
per punches — page 10. 


Oxford Filing Supply Co., Inc. — 
Filing supplies — page 55. 


Paper-Mate Co., The — Ball point 
pen — pages 17, 19. 


Parker Pen Co., The — Cartridge pen 
— page 51. 


(Continued on next page) 
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177 Weis Mfg. Co., The — Show invitation Colored Checking Pencils 

ADVERTISED PRODUCTS — page 68. Collapsible Coatrack 


(Continved frem ether side) 


Pearl Engraving Corp. — Checkwriter, 
adding machine — page 77. 

Plymouth Rubber Co., The — Rubber 
bands — page 60. 

Reader's Digest — Dictionary — page 
49. 

Regna Cash Registers, Inc. — Cash 
registers, adding machines, safes — 
page 41. 

Replogle Globes, Inc — Illuminated 
globes — page 58. 

Rogersnap Business Forms — Custom 
snap forms — page 68. 

Safety Cutter Co. — Paper cutter — 
page 81. 

Schwab Safe Co. — Insulated file 
cabinets — page 76. 

Seneca Novelty Co., Inc. — Colored 
rulers — page 50. 

Sheaffer, W. W., Pen Co. — Gift items 
— page 42. 

Smith, E. Errett, Inc. — Holiday nap- 
kins — page 50. 

Smith-Corona, Inc. — Electric portable 
typewriter — 4th cover. 

Sterling Plastics Co. — Pencil sharpener 
— page 68. 

Stile-Craft Mfrs., inc. — Electric pencil 
sharpener — page 71. 

Tiffany Stand Co. — Office machine 
stand, utility table — page 77. 
Type-Rite Corp., The — Carbonsets — 
page 65. 

Van Valkenburg, L. D. Co. — Pencil 
clips — page 82. 

Victor Adding Machine Co. — Adding 
machines — page 67. 

Victor Safe & Equipment Co. — Fire 
insulated container — page 56. 
Vogel-Peterson Co. — Wardrobe racks 
and lockers — page 80. 


Wilson Jones Co. — Business forms, 


display fixture — page 13. 


Yours For The Asking 


Filing Tips 

Sample Letter Opener 
Filing Brochure 

Magnifier Catalog 
Accessory Brochures 
Furniture Price List 

Hunt Pen Catalog 
Computer Glossary 

Tape Dispenser Catalog 
Indexing Products Catalog 
Globe Catalog 

Wood Furniture Booklet 
Ideas for Bordered Blanks 


New Products 


New Desk Line 

Writing Set 

Folding Desk File 

Electric Adding Machines 
Boot Tray 

Magnetic Stamp Racks 
Pocket Secretary 

Memo Organizer 
Christmas Combination 
Religious Art Cards 
Plastic Playing Cards 
Ball point Ink 

Desk Top Padding 
Redesigned Columnar Pads 
Litho Erasers 

New Locker Design 
Laundry Marking Pen 
Holiday Pen Package 
Gift Wrap Unit 

N. Y. City Atlas 
Check-Processing Machine 
Letter Tray 


zrAewr-TA "OOF PP 


COnovVaAWHN — 


Photocopy Line 
Adjustable Bookends 
Presidential Pencils 
Wood Table 

Photo Folder Cards 
Travel Record Book 
Pocket Rule 

New Clip Package 
Personal Files 
Drafting Tables 
Paper Cutter 
Fountain Pen 
Garment Racks 
Stencil Innovation 
Tape Dispenser Deal 
Card Table Accessory 
Engraved Christmas Cards 
Personal Calendar 
Pen-Pencil Set 
Typewriter Display Units 
Stacking Chairs 
Christmas Card Albums 
Transfer File Bases 
New Ball Pen 

Shelf Label Holder 
Gift Accessories 
Bridge Bidding Aids 
Magnifier 
Announcement Board 
Wall Clock Kit 

Desk Top Bookcase 
Note Display 

New Furniture Series 
Adding Machine 
Glass Greeting Card 
Desk Lamps 

Lint Remover 

Lounge Chair 

Office Machine Table 
Presentation Binders 
Steel Furniture 

Floor Guards 

Electric Stapler 
Business Card File 
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UP Pen SOP Pens 
_ Christmas... 


Disnlay the Pat line, and watch your customers make short 
work of shopping lists! In the wide Pat selection there's 
“something for everybody”—priced for every shopper's pocket- 
book. Packaged for self-display . . . every item gift-boxed to 
help you ring up more sales. Below are some suggestions for 
Christmas. Write for our new catalog with the complete 
Pat line. 


REMEMO #275 DESK SET #620 MAGNIFIER #430 


. . , , Pocket-sized, magnifies 11/2 times 
Memo pad for wall or table, retail $2.95 Ball-point pen, matching stamp dispensers, $2.95 . optical lucite, $1.00 


Memo pad with 3 min. 
timer, phone holder, 
chained dialer 
pencil, $2.95 


WALL MEMO #975 his -~ €_) 


KEY KEEPERS 


4 i } 
. LO fect Pin-on Mode! #155, $1.00 * 
oF Clip-On Model #255, $1.50; 
KEYNOTER #355 


y Key ring and me- 
PHONE PAD—TIMER #1075 chanical pencil, $1.00 
Clip-on pad, 3 min. timer, pencil, $2.95 


MAGNETIC PENCIL #850 


held to pin-on bow 
magnetically, $1.50 


REEL RITER #750 


pen on chain, retracts 
automatically, $2.00 


PIN-ON PENCIL #250 
pencil on 


chain, retracts SHARPENER #1220 TIME KEEPER #230 
automatically, $1.95 Glamour styled pencil sharpener, $1.00 Newest idea in telephone timers, $1.95 


GLASS KEEPER #400 
DESK SET #1120 High fashion eyeglass holder, $1.00 ae ee Pee 
Moistener and Stamp Dispenser, $1.95 je pty finish, $2.95 . 


PRODUCTS 


Division of KETCHAM & McDOUGALL, INC., Roseland, New Jersey 
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..with Smith-Corona’s Electric Portable on NBc-Tv “Today,” Se 
6-12. Supporting cast: Full-page ads in Aug. 8 LIFE, Aug. 21 PARA 
Sept. 11 THIS WEEK...to break the exciting news of the Elect 
Portable trade-in promotion (through Oct. 1). It?s another Smi 


Corona dealer-directed national promotion, designed specifically : 
typewriter dealers. With all this going for you, how can you 
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